| AMERICAN 
 J~UMBERMAN | 





= 


% 


ee 
CR ees & 


’ 


~ * 

Bj 

sae 

Hs 
a : 

rf 


Simplified 





q Floor Coverings—Special Report .. 
Also in this issue: 
Time-Saving Trailer System......... 


How to Keep Tabs on Suppliers.................... 
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yes indeed... 


were always ready 
with a good supply 
of Trinity White 


The use of Trinity White Cement is a constantly 

expanding source of sales for material dealers. 

It is the whitest white cement... whitest in the 

bag... whitest in the mix . . . whitest in the 

: completed job. Sell Trinity White for architec- 

THE WHITEST — fis 4 tural concrete units; stucco; terrazzo; cement 
WHITE CEMENT j paints; and to homeowners for white concrete 
: around the home. For information write Trinity 


White Cement, 111 W. Monroe St., Chicago. 


os white | 


plain or woaterprc ofed 


product of GENERAL PORTLAND CEMENT CO. DEALERS! 
Send for your copy of this new 
CHICAGO + DALLAS +© CHATTANOOGA + TAMPA «+ LOS ANGELES popular booklet for consumers. 


Circle No. 1 on Coupon, page 84 





havelonden. stacks 20-foot lumber 


from 10-foot aisles! 


@ Barberton Wholesale Lumber Company uses a 
Baker Traveloader to make good on its slogan 
“Fastest Wholesale Lumber Service in Ohio.” Its 
two 80 x 180 ft. warehouses using the Traveloader 
system of straight line pick-up and delivery, 
require only 10-foot aisles. Packaged 20-foot long 
lumber is all tagged, indicating number and di- 
mensions of boards and number of board feet per 
package (from 500 to 4000). “With advance 


notice” says I. R. Yeater, Mgr., “a receiving truck 
can be loaded and gone in 15 minutes using only 
one machine and one operator!” 


Traveloader can be used for many other oper- 
ations besides stacking and loading lumber. 
With its several attachments it serves as yard 
crane, strip steel carrier, multiple pallet mover, 
side-loading fork truck and transporter. Write 
for Bulletin 1360. 


THE BAKER-RAULANG COMPANY 


Baker 





industrial trucks 
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1200 WEST 80th STREET © CLEVELAND 2, OHIO 


A Subsidiary of the Otis Elevator Company 


Circle No. 2 on Coupon, page 84 
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“THIS IS NEW” 


. are magic words. They 
attract business and spark 
the sales force especially 
when they concern a widely- 
accepted, well-established 
line. In 1957 Russwin 
“All Star” Builders’ 
Hardware Dealers have a 
new, economy-line lockset 
to offer their trade. 


THE CORONET XX 


Homegard Economy Lock, 
has luxury styling... but 
more than that it has 
quality construction fea- 
tures usually found in 
higher priced lines. It meets 
the demands of Russwin 
dealers for top value in 
its price class... which 
leads to better business and 
better satisfied customers. 
Results — today, more and 
more dealers are featuring 
the Russwin “All Star” 
Builders’ Hardware Line 

. the line of top values. 
Russell & Erwin Division, 
The American Hardware 
Corporation, New Britain, 
Connecticut. - 


Russwi 


MS 


Dealers have the edge 


N 


RUSSWIN No.1... Buy-Catchers For’57... NEW PRODUCTS 


* Quality features include: 


1. 


2 
3 
4. 
5. 


A foolproof horizontal keyway. 
No reversing of cylinder 
ever necessary. 


. All steel, rustproof, internal 
i parts 


workin 


. Three-piece steel bearing 


on knob shank 
Generous size bearing on 
roll back mechanism 


. Concealed screw roses — 
sides 


both 


6. Outside rose integral unit 
cupped over lockcase for 
added security 

7. Five-pin tumbier-type 
cylinder 

8. Wide bearing surface 
on rose plates 

9. Advance-design retractor 
mechanism 

10, Front and Strike may be 
furnished with rounded 
corners. 
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THIS WINTER 


EVERY HOUSE IN TOWN © 


HAS FOUR POTENTIAL 


.-.WHEN YOU SELL 


STERLING HALITE 
MELTING CRYSTALS! 


SOURCES OF PROFIT 





HALITE mects 
HARD-PACKED 
SNOW AND ICE 
FROM 
DRIVEWAYS 


. LIKEWISE 
FOR THE 
WALKS 





NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 
INSTANT TRACTION ON 

SNOW AND ICE! 


AN’ EASY, 


THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 


BEST OF ALL, 
THE WHOLE 
GANG OF US WILL 
se... HALITE 
FOR YOU! LOOK 


yEssiIREE! HALITE’S FOR THE ADs! 


QUICKER, AND IT SAVES 
YOUR TICKER! 


IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 
when there’s ice and snow on the ground: For driveways, walks, steps, and a bag Ne 
in the car for emergencies. And this winter, all your customers will know about 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves 
work . . . saves time . . . prevents accidents . . . and how little it costs. This is 
advertising your customers will see, read, and remember. It will bring them into 
your store for bag after bag of Sterling Halite. So order now: Halite comes in 
10-Ib. bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 
driveway clear and safe! 


STERLING HALITE?® mettine crystALs 
Product of International Salt Co., Inc. 


a 


a 





Melts MORE /ce 
FASTER! 


TWAOWI8 MONS ONY 331 Od 


(heen 


INTERMATIONAL SALT CO. 1NC., SCRANTON, PL 


\ 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


FHA REDUCES DOWN PAYMENTS, BOOSTS INTEREST RATES. 


In a surprise move the Federal Housing Administration placed in effect the 
easier down payments and the higher interest rates authorized by the recently 
passed 1957 Housing Bill. Down payments were trimmed to 3% on the first $10,000 
of appraised value, 15% on the next $6,000 and 30% on the amounts between 
$16,000 and FHA's limit of $20,000. 

The interest rate was boosted to 54% from 5%. FHA can still go to 6% under 
the new Housing Bill if required. The discount limit was set as "up to 2%" 
bringing government control for the first time into the common practice of dis- 
counting. While largely academic VA chimed in with their discount limits of 
3% to 54%, depending on the amount of the loan and region originating the loan. 

Immediate reaction to the unexpected move by FHA was on the whole favorable. 
George S. Goodyear, president, National Association of Home Builders, stated the 
action was “the most significant step forward the FHA has made since its estab- 
listment in 1934." Off the record, he and all NAHB officials, frankly cele- 
brated a significant victory over the Federal Reserve and other conservative 
elements who feared easier terms would contribute to more inflation. Builders 
feel the new terms insure a lively building rate for homes next spring...a 1.1 
or 1.2 million starts year. 








NEW DISPENSING MACHINES FOR HARDWARE. 


Big-window coin operated dispensing machines which will vend nails, screws, 
household hardware and some cabinet hardware will be seen at the giant National 
Hardware Show at New York City in October. New visual packaging is said to make 
use of the vending machines easy and profitable. 

This could be the answer for serving the customer on busy Saturdays or after 
hours with the machines rolled outside the store. The possibility of eliminat- 
ing "nuisance" sales and promoting hardware 24 hours a day without sales people, 
certainly is interesting. Some lumber dealers are already using vending ma- 
chine--Sawyer's at Worchester, Mass., for example, uses them for charcoal and 
Salt cartons. 








SAVINGS AND LOANS MOVE TO FRONT ON MORTGAGES. 


Becoming more friendly with your local S & L's can pay dividends, especially 
with government leaving its key position in financing. While all mortgages are 
down 11.4% this year, the S & L'S are only off 5%. They show increasing inter- 
est in home loans and are cooking-up a new plan to reduce the down payment on 
quality loans. 

S_& L's have a new “Save for Your Home" program that's just getting started 
to encourage home ownership. Every lumber dealer can logically play his part in 
this plan. They are also interested in elaborate home planning centers with 
good display on building products. In fact some of the finest planning centers 
are not in lumber yards but are in the S & L's offices. Actually, we estimate 
that less than 20% of the yards in the U. S. have efficient planning centers... 
Something to think about in these competitive times. 








NRLDA ASSIGNS AMERICAN LUMBERMAN KEY CLINICS. 


Two important dealer clinics have been assigned this magazine at the NRLDA 
exposition, November 4-7, at Philadelphia. We will sponsor a breakfast clinic 
titled “Profit Planning for the Larger Yard" with emphasis on management 
problems. A luncheon clinic will also be handled called "Remodeling Profit- 
Rama", which will be packed with practical dealer experiences on stimulating the 
home improvement market. 
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BUILDING 


Dodge June Report 


June contracts for future construc- 
tion totalled $3,243,486,000, an in- 
crease of 10% over the same month 
last year, according to the F. W. 
Dodge Corp. June contracts for homes 
amounted to $1,155,049,000, down 4% 
from a year ago. Residential building 
contracts for the first half of 1957 
were valued at $6,483,314,000, 5% be- 
low the first half of 1956. 

The number of housing units con- 
tracted for in June totalled 86,549, a 
drop of 12% compared to June 1956. 
Total for ah first six months was 
499,490 homes, a 11% decline over 
1956. The sharper decline in unit vol- 
ume than in dollar value can be ac- 
counted for by the trend to larger and 
more costly homes. 


Builder "Supermart" 


Everything needed to make a house 
a home—from a dishwasher to a lawn 
mower—will be available at a unique 
one-stop home equipment “supermar- 
ket” just opened by the Hasbrook 
Construction Co., Arlington Heights, 
Ill., a Chicago suburb. 

Merchandise sold by this builder’s 
new related products division will be 
available only to buyers of Hasbrook 
homes. Offered will be appliances, in- 
door and outdoor furniture, landscap- 
ing, interior decorating services and 
various “customizing” features for 
Hasbrook’s basic new homes. Garden 
tools and storm windows also will be 
handled. There are 532 homes in Has- 
brook’s current tract. 


Billions for Homes 


Savings and Loan associations of the 
nation will take over a larger share of 
the home mortgage market by putting 
at least $10.6 billion into it this year, 
Norman Strunk, executive vice presi- 
dent, U. S. Savings & Loan League, 
told Chicago editors. 

The $10.6 billion compares with $5.2 
billion so invested in 1950, the all-time 
record for home building, but less than 
the $11.4 billion supplied in 1955. 
Strunk said housing starts this year 
will be 1 million or a little less. He 
said new family formations were down 
from 1.5 million to 840,000 yearly and 
that this meant less demand for new 
homes. 
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Brick for Footings 


FHA has provided for the accept- 
ance of brick as an alternate material 
in building the footings of homes, per- 
mitting a builder to continue construc- 
tion in the face of the cement strike. 
Using brick for foundations will en- 
able a home builder to stretch his 
supply of cement 300%, since the mor- 
tar for brick requires only about 1/3 
of the cement used in poured concrete. 

The simple brick footing for a house 
calls for four courses of unreinforced 
brick set on a two-inch bed of sand. 
Brick should conform to grade SW of 
the standard specifications for building 
brick (ASTM C62-50). 


RETAILING 
Shed Rings the Bell 


One week after Life magazine ran 
a full-page feature on the garden stor- 
age shed illustrated on this page, 3,500 
people had written the Douglas Fir 
Plywood Association for plans and 
thousands more had stormed lumber- 
yards across the country for informa- 
tion. The Life article suggested that 
readers see their lumber dealer and 
ask for precut parts to simplify the 
assembly of the shed. 

The shed is 8 x 12’ and according 
to Life it can be built by the average 
weekend carpenter with a power saw 
in about four days. It would go much 
faster, of course with pre-cut parts. 
The shed can be put up anywhere, on 
a patio or walkway. It can be built in 
sections if the customer is not ready 
to go ahead with the whole thing at 
first. It can be expanded into a larger 
shed with modular four foot sections. 

Architect-designed the shed has a 


STORAGE SHED selves the lalla of 
where to put outdoor equipment and mate- 
rials without sacrificing good looks, flexi- 
bility or utility. As shown shed has 150 
items stored in it and it is still only three- 
quarters full. Shed interior is organized 
with partitions for such things as garden- 
ing, outdoor cooking, etc. 


roof in two separate sections with one 
sloping higher than the other at the 
center. Glass, clear plastic, or wire 
screening, placed vertically between 
the two roof slopes, allows daylight 
to enter and light the interior. Ex- 
terior walls are fir plywood panels 
with battens at the joints. Including 
paint, all materials come to about $325 
at retail. Because the four module is 
used there is practically no waste on 
materials. Plans are available from 
the Douglas Fir Plywood Association, 
1119 A. Street, Tacoma, Wash., at 75¢ 
per 100. 


Hardware Show Issue 


With its September 16 issue Ameri- 
can Lumberman will become the first 
magazine in this field to publish a 
special number reporting full details 
of the National Hardware Show in 
New York City. Held October 14-18 
at the new Coliseum, more than 40,000 
buyers attend this giant event to see 
the latest in hardware, lawn and gar- 
den items and sporting goods. 

The September 16 issue will preview 
new products, new packaging concepts, 
self-selection and_ self-service mer- 
chandising methods and sales promo- 
tion. It will encourage attendance of 
lumber and building material dealers 
with sizeable hardware departments 
and also do a reporting job for “stay- 
at-homes.” 

In announcing the special issue, 

(News continued on page 12) 





PRECUT PACKAGE for the shed would be 
priced to the consumer at from $325 to 
$375. Package includes plywood, lumber 
hardware, window glass or plastic or wire 
screening, nails and concrete for footings. 
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Insulation 





Scientific Multiple 
Aluminum 


n Empty Roof Space Would Be The Best Insulation 
Against Summer Sun, Were If Not For Radiation 








American Builder; Practical Builder; 
Air-Conditioning, Heating & Ventilating; 
Heating, Piping & Air-Conditioning 
Direct DEALERS WANTED 
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Most summer heat flow through empty roof 
space is RapiaTIon. There is little CONDUCTION 
through low density air, and no CONVECTION 
cownward. 


Ordinary materials may retard heat for a 
time, but store a large amount of heat as com- 
pared to empty space. More dense, there is 
greater heat flow by conduction than through 
just air. Moreover, their surfaces have a heat 
ray absorptivity and emissivity of over 90% 
and radiate heat into the building through the 
day, sometimes into the night. 


The solution: Use a material which has little 
substance, whose surfaces face deep reflective 
air spaces and absorb and emit little radiation. 
Gold or silver foil would be excellent, but tough 
scientific multiple aluminum, which weighs but 
Y, oz. per sq. ft., is inexpensive and almost as 
good, with a heat ray absorptivity and emissiv- 
ity of only 3%. 


Multiple aluminum is almost impervious 
to water vapor and is continuous, up to 750 ft. 
long. Infiltration under flanges is slight. The 
scientific construction of multiple layers of alu- 
minum, fiber, and air spaces minimizes conden- 
sation formation on or within this type of insul- 
ation. Its slight mass is capable of little heat 
storage. 


The National Bureau of Standards Booklet 
BMS52, “Effect of Ceiling Insulation Upon 
Summer Comfort” lists on Page 10 the relative 
effectiveness of the insulations tested in protect- 
ing ceilings against summer heat. First in effec- 
tiveness was two layers of aluminum foil (both 
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sides of each layer reflecting). Second was full 
thick (3%-inch) ordinary insulation. (Use 
coupon to get the booklet FREE!) 


Try this test: Tack or scotch-tape 3 sq. ft. 
of multiple aluminum (we will send it free on 
request) to the underside of a hot roof or ceiling, 
whether uninsulated, or insulated with ordinary 
material. Step in and out of the protected area 
beneath. The difference will be so marked you 
will need no thermometer. 


Infra insulation is sold direct to dealers in 
most states. No minimum stock required. 5000 
sq. ft. fit on 1 shelf. A carton 3’ x 134’ « 14’, 
only 1% cu. ft., contains 1000 sq. ft., weighs 
only 45 lbs, Use coupon for DEALERS’ PRICE 
LIST, samples of Infra, and consumer literature. 





THERMAL VALUES 
Infra Type 4 Parailel Insulation 


Down-Heat C .042*=7%” non-metallic insulationt 
Up-Heat C.105*=3%” non-metallic insulationt 
Wall-Heat C .068*°=4%” non-metallic insulationt 


Cost installed between wood joists, 
material and labor, about 8¢ sq. ft. 


Type 6 also available 


*Determined by method of National Bureau of Standards 
in H.H.F.A. Research Paper 32. 

tCalculated on basis of limiting thermal values cited 

in Fed. Specs. LLL-f-321b; HH-1-585; HH-1-521c; HH-1-551a. 


5 Infra insulation Inc., 525 Bway., N. Y., N. Y. Dept. U-8 


é | Bureau of Standards Booklet BMS52 
Please send F) 3 ft. square of multiple aluminum for test. 
CJ Dealers’ Prices 


NAME_ 
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THIS ADVERTISEMENT HAS APPEARED IN: 
Architectural Record; Progressive Architecture; 





L_. No Minimum Stock REquirED —— 


Important AlignaLock Features: 


. ' , . 
Zz Extra rugged exterior set construction 
—greater strength x here needed. 

~ oo 9," | TS 

2. Full 2%" backset—no knuckle 


Scraping. 


3. Extra long bolt throw compensates for 
maximum door shrinkage 
—latch always holds. 
Write today for complete information. ; - 
#524 with new 
Dalton knob 


The square escutcheon $524 shown with Ashcroft knob. 3-5/16" x 3-5/16". 
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The large escutcheon #522 shown with the exclusive Sargent monogram. 7%” x 44". 


Alignalock 


AlignaLock offers personalized high-style escutcheons 
—interchangeable richly textured vinyl inserts of 
Black— Dull Flamingo—Straw— Mocha. 
Choose from these attractive finishes: Polished Brass, 
Dull Bronze, Satin Aluminum, Bright Chrome. 
These new locks combine the appeal of beauty and 


rugged security with a famous name and a budget 
price. And remember . . . no lock costs less to apply. 

Inspect the new color-carrying AlignaLock: at your 
supplier...or write Sargent & Co., New Haven 9,Conn. 
Also manufactured in Canada by Lift Lock Hardware 


“sign of a well built house” 


Industries, Ltd., Peterboro, Ontario, Dept. 3-H. 
SARGENT LOCKS 4 
® 
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NEWS & TRENDS 
(begins on page 8) 





Gordon J. Lawler, editor, American 
Limberman, commented that building 
material dealers were rapidly becom- 
ing a dominate sales factor for the 
hardware industry. He said that the 
character of the hardware retailer is 
changing and they are placing much 
of their emphasis on housewares, plas- 
tic items and sporting goods, to the 
detriment of strictly hardware items. 
The lumber and building material 
dealer in turn is picking up this lost 
hardware volume and consolidating his 
position, Lawler concluded. 

Dealers wishing tickets and hotel 
reservations should write the National 
Hardware Show Inc., 331 Madison 
Ave., New York 17, N. Y. There is no 
charge for tickets or services. 


DEALER NEWS 
NRLDA Training Plan 


A dealer survey to determine inter- 
est in a sales training program will 
be conducted by the National Retail 
Lumber Dealers Association late this 
summer. It is expected that the survey 
will be completed by early fall. 

NRLDA is presently considering a 
sales training program which would 
be conducted by mail. Sample study 
units are being prepared and will be 
presented at the NRLDA Exposition, 
November 4-7 at Philadelphia. The 
dealer survey is to confirm planning 
to date and estimate possible retailer 
support. 


Hotels at Exposition 

Advance hotel reservations for the 
National Retail Lumber Dealers As- 
sociation’s building products exposi- 
tion, to be held at Philadelphia, No- 
vember 4-7, are exceeding all prelimi- 
nary estimates, according to NRLDA 
officials. 

Oertell Collins, dealer attendance 
chairman, credited the quick show of 
dealer interest to the program now 
shaping up which places major empha- 
sis on the problems of the average 
dealer. Collins said that NRLDA has 
been promised 4,000 hotel rooms with- 
in 10 minutes taxi ride of the conven- 
tion hall. He urged dealers to send in 
their advance room reservations 
promptly to the NRLDA Housing Bu- 
reau, Convention and Visitors Bureau, 
Juniper and Filbert Streets, Philadel- 
phia 7, Pa. 


Unit Shipment Tests 

Test shipments of “unitized” lumber 
are now underway by mills to selected 
dealers in a program sponsored by 
NRLDA and National Lumber Manu- 
facturers Association. Testing will 
continue for a period of eight to 10 
months. If you wish to participate 
write Robert B. Brown, materials han- 
dling director, National Retail Lumber 
Dealers Association, 18th and M 
Streets, Washington 6, D. C, 
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STEEL TRUSS ROOF and steel wall panels 
go up on mall of Shopper's World shopping 
center near Boston, where new United 
State Steel's "'Steelaire'’ prefab makes 
debut. In addition to structural uses, house 
has steel gable ends, fascia, soffit. 





Ready 1958 OHI Plan 


As Operation Home Improvement 
finally ended in July after a 22-month 
life span, industry leaders mapped 
plans for a new and more aggressive 
program to promote remodeling. For- 
mer members of the old OHI met in 
New York City and inaugurated a new 
promotional organization to be known 
as the Operation Home Improvement 
Council. Fred C. Hecht, general mer- 
chandise and retail sales manager, 
Sears Roebuck & Co., was elected 
chairman. Approval was voted on the 
following suggestions: 

e the 1958 campaign will be aimed 
at the consumer rather than the trade 
and industry. The goal will be to get 
prospects into the showrooms of re- 
tailers. 

e that a $250,000 contest for home- 
owners will be conducted. To be eligi- 
ble the people who enter the contest 
must buy materials or services of local 
OHIC members. 

e OHIC will step up efforts to help 
organize strong local OHIC chapters 
in every community for effective joint 
effort. 

The new OHIC will retain the fa- 
miliar OHI emblem and slogan “Better 
Your Living” and will add the word 
“member” and allow only members to 
use the seal. Fees for dealers and re- 
modeling contractors will be from $25 
to $50. A tentative overall budget for 
1958 of $500,000 has been approved. 
Detailed plans for the 1958 campaign 
will be announced about September 1. 


LUMBER MARKETS 


Tacoma—Although there has been 
no noticeable improvement in the home 
building situation, the general outlook 
appears to be somewhat better than it 
was earlier this year. Larger opera- 
tors are optimistic. Weather conditions 
have been excellent. No serious forest 
fires have been reported. Production, 
particularly of logs, has been holding 
up well. 

Rising freight costs on lumber and 
the expense of carpenters’ labor in ap- 
plying it in buildings are of very 
serious concern to the entire north- 
west lumber industry. Lumber jnven- 


tories have shown a very small in- 
crease compared to a year ago, but 
present no problem,” he said as far as 
his company is concerned. 


Seattle— A declining market con- 
tinues to challenge the trade. New 
lists out indicate a steady demand but 
many declare every sale is a matter 
of individual dickering. Small inland 
mills are hardest hit. They are having 
a difficult time holding production 
down. Many transits have demurage 
charged against them. Canadian mills 
which loaded up inventories in antici- 
pation of a strike now are having a 
hard time disposing of large stocks of 
lumber and are competitors of Ameri- 
can mills. It is estimated here that the 
local mills have order files aggregating 
three months. 

The strike threat of American wood- 
workers appears to have been left in 
the hands of individual mills. Leaders 
of the union are playing a waiting 
game. Georgia Pacific and the Wil- 
lamette Valley Lumber Co. are under- 
stood to have accepted 5c an hour. 

Plywood is off $1. Fir items are soft 
to lower. For instance, fir timber are 
$3 to $5 off; dimension $2 to $3 and 
boards $1 to $3 less. Low grade 
shingles are scarce and in fair demand. 
A strike in California is a headache 
to shingle consumption. 


San Francisco—A slight upswing in 
the home remodeling market is en- 
couraging the northern California 
lumber industry into a belief that 
“things can’t get any worse and must 
get better”. Prices have slumped some- 
what, particularly in fir with prices 
as much as $12 below those of last 
year. Even California redwood, the 
perennial profit item, is suffering from 
a strike of building trade workers in 
the Los Angeles area. 

Redwood prices remain steady, al- 
though the market is dull, except for 
orders from the east. Utility and better 
studs are showing only limited demand 
with $55 to $56 the top price. Stand- 
ard and better green dimension is 
varying from lows of $62 to highs of 
$67. Long dimension is bringing $70 
to $73. Summer vacations are plaguing 
wholesalers, retailers and mills alike 
and many of the mills in northern 
California are now reducing stocks. 


Kansas City, Mo.—The southwestern 
lumber market appearing to be rock- 
ing along at a not too active pace. 
However, mills were selling about all 
of their current production and prices 
have remained stabilized at their 
spring levels. 

About the only shortages in evidence 
is in the 2 x 4 and 1 x 4 dimensions. 
There still is a big surplus in c & btr 
finish and the buyer can just about 
name his own price. Quotations range 
from $130 to $160. Air-dried board 
prices were $80 for 1 x 6 and $82 for 
1 x 8, and kiln-dried were quoted $1 
to $2 higher. On dimensions 2 x 4’s 
were $87 in 16-foot lengths, 2 x 8’s 
were $86 and 2 x 10’s at $95. 
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LOOK AT THIS AD, JOHN! 


| WANT YOU TO BUILD 


| HERE'S JUST THE ROOM 
| 
! 


\_ IN OUR BASEMENT 


Soon after this happens...you start selling Barrett materials 


Again—with a four-color spread in the 
September issue of Better Homes and 
Gardens—Barrett shows your customers 
how to improve their homes with Barrett 
materials. 


The spectacular basement ‘“‘Hideaway”’ 
featured in this ad was specially designed 
for Barrett by a famous decorator. Walls 
and ceiling are constructed of Barrett In- 
sulating Plank, Board and Ceiling Tile 
A striking window effect is achieved with 
?Trade Mark of Allied Chemical & Dye Corporation 


it’s 
better built 
with 


ALLITEt Translucent Panelling, another 
Barrett material. It’s a beautiful, easy- 
to-build room that will stir up plenty of 
interest in your community. Why not have 
some extra copies on hand for customers 
who may have missed the ad? 

Advertising in Better Homes & Gardens is 
a good example of the continuous national 
support behind those who sell Barrett 
building products. And for local promotion 
support, you'll find that Barrett offers the 
most complete promotion package of any 


building materials supplier. 

Add this impressive advertising story to the 
long-standing Barrett reputation for quality 
and you'll see that Barrett dealers have a 
good many plus points. For the full profit 
story on Barrett’s 

full line, drop 

a postcard to 

BARRETT DIVI- 

SION, 40 Rector 

Street, New York 

6, N.Y. 


Barrett 


asphalt shingles - roll roofings - asbestos sidings - built-up roofings - waterproofing pitches - damp-resistant coatings - translucent building panels - root insulations - building board, 
thing, insulating plank and tile and other insulation board products - rock wool insulation - wood preservatives - bituminous paints and cements - roof coatings; damp-proofings 
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So many places for profit! 


ASONITE 


HEAVY-DUTY wi Pf ( sBOARO PANELS 


Stop a minute—before you fill out that order for Masonite® Peg-Board® panels and fixtures. 
Ask your customers what they want to hang up on these everywhere-useful hardboard panels. 


Maybe they need the extra strength, the extra weight-holding power of heavy-duty 44” Peg-Board 
—to support heavier tools, implements, shelves and equipment. 


Show them the thickness of these panels. Show them the heavier, stronger fixtures especially 
designed for heavy-duty service. 


Take advantage of Masonite’s national advertising of heavy-duty 14” Peg-Board... 

to appear in the leading magazines shown here. Make sure you have adequate stocks of 14” 
Peg-Board panels and fixtures. Talk to your Masonite representative now about tie-in mats and 
point-of-sale displays, or write Masonite Corporation, Dept. AL-819, Box 777, Chicago 90, IIl. 
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®Masonite Corporation—manutacturer of quality panel products. 
PHILADELPHIA 
NOVEMBER 4-7 


MASONITE 


PRODUCTS 


BUILDING 
PRODUCTS 
EXPOSITION 
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SISALATION 


becomes real Profit- Maker 
as aluminum foil popularity 
grows, Say dealers. 


Why not reap the benefits of the current promotion of aluminum 
foil by pushing Sisalation Foil-type to your customers. Remember 
it has extra advantages for your customers, because it combines 
aluminum foil with tear-proof Sisalkraft. 

Here’s a quality reflective insulation and vapor barrier for side- 
walls, ceilings and floors. Ideal too for attics, basements and 
garages. 

Your sales story? Sisalation is extremely low in cost. It’s easiest 
to apply because it’s tough. Helps prevent condensation damage 

saves fuel bills. A good name behind it, too! 

Available in 36” and 48” widths — specify Foil-type or regular. 
Write for free samples, stuffers and other sales aids. 


American SISALKRAFT Corporation 


Chicago 6 * New York 17 © San Francisco 5 


in Canada Sisalkraft products are sold under the following names: Orange Label Fibreen, Sisalation, Copper 
Armored Fibreen, Fibreen Vaporstop, Fibreen Moistop — contact Alexander Murray & Co., Ltd., Montreal 
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Other Products in the 
SISALKRAFT LINE 


Orange Label Sisalkraft — Water- 
proof, reenforced building paper 
Sisalkraft Moistop — Permanent 
vapor barrier 

Sisalkraft Vaporstop — Rot resistant 
vapor barrier 

Copper Armored Sisalkraft — Elec- 
tro sheet copper for concealed flashing 
and waterproofing 

Sisalite — Pure polyethylene film 
Sisal-Glaze — New plastic glass re- 
placement 
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To: Geigy Agricultural Chemicals 


SAW MILL RIVER ROAD, ARDSLEY, NEW YORK 




















SIMAZIN 50 W 


NEW PRE-EMERGENCE HERBICIDE 


One application provides economical year-long control 
of a wide variety of grassy and broadleaf weeds. For use in 
driveways, roadways, railroads, walks, paths, industrial 
sites, around buildings and other non-cropped areas. 


eee 
MAIL COUPON TODAY 
GEIGY AGRICULTURAL CHEMICALS 
P. O. Box 430, Yonkers, N.Y. + r AL-8 


With no obligation, send my free SIMAZIN 
Technical Bulletin and descriptive pamphlet. 


Name: 





Company: 





Position: 








City: State: 





Address: | 
= 


@SIMAZIN is a trademark of Geigy Chemical Corporation 
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Reputations 


in the Building Trade, 


Like Masonry Walls, 
Rely on 


Dun-O-walk. 


for strength! 


Throughout the nation leaders in the building industry 
are depending increasingly on Dur-O-waL, the masonry 
reinforcement of proven performance. This high quality, 
custom-fabricated reinforcement sets the standard for the 
world. 

Masons prefer Dur-O-waL because its butt-welded rods 
lie straight and flat in tight mortar joints. Architects 
specify it because Dur-O-waL has more pounds of steel per 
foot and double mortar locks to assure permanent walls of 
flawless beauty. Safeguard your reputation for sound judg- 
ment by insisting on the finest. Accept no substitutes. 
Choose Dur-O-wal 


TRUSSED DESIGN 
BUTT WELD DEFORMED RODS 


Dun-O-wal. 


RIGID BACKBONE OF STEEL 
FOR EVERY MASONRY WALL 


Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal of III., 119 N. River St., AURORA, ILL. 
Dur-O-wal Prod. of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wal 
Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg. 
Co., Box 49, PHOENIX, ARIZ. Dur-O-wal, Inc., 165 Utah St., TOLEDO, OHIO 
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THE OPPOSITION SPEAKS 





"We'll Solve Your Problems" 
Prefabbers Tell Builders 


In a highly-touted premier seminar on house pre- 
fabrication, the Prefabricated Home Manufacturers 
Institute launched an aggressive selling campaign 
to home builders in Chicago on July 31, centering 
their appeal on “service.” The factory house pro- 
ducer was described as a “building material sup- 
plier who sells his materials in the form of a house.” 

Sweet talk was reiterated by almost all the speak- 
ers on the advantages of prefab manufacturers as- 
suming design and engineering headaches; land and 
financing problems; purchasing of all materials and 
erection assistance. No mention was made on the 
costs for these services to builders. 

B. F. Hall, Fort Wayne, Ind., a PHMI member, told 
the builders that if the prefabbers did not provide 
financing aid and other services, the prefabbers 
would not exist! Hall warmed up to the builders by 
emphasizing the “secret partner” role of the manu- 
facturer. He said that some prefabbers go so far 
as to help builders finance land development. 


Obnoxious job. James C. Downs, Jr., president of 
the Real Estate Research Corp. and also a tract 
developer, neatly wrapped up the theme of the PHMI 
manufacturers’ sales message to home builders. 
“Building,” he said, “ is that obnoxious process you 
go through to make money on land.” The obvious 
lesson, he implied, is to let factory prefabbers pro- 
vide the building while the builder concentrates on 
land development. 


Financing acceptance. The magic of financing 
assistance was a key feature of the seminar. Two 
Chicago mortgage men said that some mortgage 
lenders now prefer factory-built prefabs compared 
to conventionally-built houses. 

Percy Wilson, head of his own mortgage company, 
claimed that prefabs account for 80° of all mort- 
gages financed by his firm. Ralph J. Lueders, ex- 
ecutive vice president of the First Federal Savings 
& Loan Association of Chicago, estimated that about 
35% of First Federal loans were for prefabs. 

Wilson attributed his preference to prefabs to the 
simple reason that they‘“‘make more money for us.” 
His construction capital turns over three times as 
fast because of erection speed for prefab building, 
he explained. 

Lueders urged the prefabbers and builders to use 
fabricated houses on scattered lots rather than ex- 
clusively for tracts. 

Gordon Hazell, PHMI technical director, further 
played on the problematic financing situation by 
saying: “A builder using prefabricated houses can 
be assured that his mortgages will be processed 
without delay.” 


Points omitted. The speakers ignored any im- 
proved techniques in fabrication. Such problems as 
codes and inroads of localized components were 
skirted. No mention was made of current prefab 
production compared to last year. 

The meeting concluded with a new film called 
“Those Fabulous Prefabs,” which pictures the vari- 
ety of designs available from prefabricated home 
manufacturers. The film obviously indicates that 
public resistance of prefab uniformity remains a 
tough problem for the factory house people. 
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Customers can find the ceiling they want among the different 
designs, colors, and textures in the line of Armstrong Ceilings. 


“Thanks to our wholesaler we make more money 


selling the complete line of Armstrong ceilings” 


. . . says Paul Scribner, Russell Lumber Co., Lowell, Mass. 


“We thought our profit picture was pretty good when we 
just stocked Cushiontone and plain Temlok Tile. Then our 
wholesaler showed us a way to make real money in ceilings— 
selling the full line of Armstrong Ceilings including the new 
Textured Cushiontone and the three new decorator patterns 
in Temlok Tile. At first we were skeptical but we went 
along with the idea. 

“Right-off-the-bat we found we were doing a better ceil- 
ings business than ever before. We seldom lose a ceiling sale 
today because customers find the ceiling they want among 
the different designs, colors, and textures in the full Arm- 
strong line. What’s more, we make more profit buying 
Armstrong Ceilings by the carton than we could buying 
plain tile in carload lots. 

“Inventory problems? We don’t have any! Our whole- 
saler, A. W. Hastings & Co., Inc., gives us prompt reorder 
delivery service. We turn our stocks over fast, keep our 
capital liquid, and have no warehousing headaches.” 

Mr. Scribner is just one of the many lumber dealers who 
has discovered the big profit opportunity in handling the 
complete line of Armstrong Ceilings. You'll find that your 
Armstrong wholesaler can offer you this same opportunity 
in the ceilings business backed up with greater buying econ- 
omies, fast service, valuable merchandising help, dealer 
sales training, and understanding credit. 

The Armstrong Cork Company sincerely believes that the 
wholesaler is vital to the growth and prosperity of the lum- 
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ber dealer and the building industry as a whole. That is 
why Armstrong Building Products are sold only through 
established wholesalers. For the address of the one nearest 
you, write to Armstrong Cork Company, 3908 Rieker Ave- 


nue, Lancaster, Pennsylvania. 


Your Armstrong wholesaler can assist you in setting up a sales- 
building ceilings display that shows customers how each Arm- 


strong Ceiling will look in their homes. 
(Armstrong 
BUILDING MATERIALS 


Temlok® Roof Deck 
Temlok Tile 


Temlok Sheathing 


Cushiontone® Ceilings 
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We help you “catch” more new business 


When you're looking for new construction business, Dodge Reports 
can help you ‘‘catch”’ just the jobs you want . . . because Dodge Reports 
cover the whole field of construction, tell you precisely what jobs are coming up 
and when. In addition, they tell you whom to contact and when bids are wanted 
(even who's bidding). If you'd like to see how you can get more and better 
business right in the area you serve, then read and mail this coupon today. 


TO: DODGE REPORTS, DEPT. 26, 119 WEST 40th STREET, NEW YORK 18, N. Y. 

Yes! I’d like to see how to get more business by knowing in advance who’s going to 
build, what, when, where. 

I want to know whom to contact and when to submit bids. 


I'd like to see some Dodge Reports, and Id like a copy of your booklet that tells 
how to use this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area in the 37 Eastern States and the type of 
construction activity that interests me. Also, that I won’t have to wade through mounds 


of data to find the information I need. 


I'm interested in General Building [_] House Construction [|] Engineering (Heavy Construction) [_] 





in the Following Area: — 
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cult Dodge Reports 
For Timed Selling to the Construction Industry 
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If he keeps 
his grassland 


in excellent condition... 





HE’S AN EXCELLENT PROSPECT FOR ALCOA GATES 


Mark the stockman who maintains excellent graz- 
ing as a man who demands and appreciates the 
best. That means Alcoa® Gates have a tremendous 
appeal to him, for the Alcoa Gate is the outstand- 
ing product in its field, the standard of excellence. 

Alcoa is hard at work preselling the nation’s top 
stockmen on advantages of the Alcoa Gate. Exten- 
sive livestock magazine, television and direct mail 
advertising all are being brought to bear. 

You can sell this quality gate to this quality 
market. Big stockmen are conscious of depreciation, 
taxes. When you tell these better stockmen how 
the Alcoa Gate is built like a bridge, how it has 
torque-free construction, never needs painting, 
won’t rust, rot or warp and will give year after 
year of rugged-duty service without replacement 

. . chances are you’ve got yourself a substantial 
sale of multiple units. 

The Alcoa Gate is new . . . just rounding out its 
first full year on the market. Consequently, a few 
distributorships and several dealerships are open. 
If you’re interested in handling this high-profit 
prestige gate, send us the coupon at right. 


BUILDING PRODUCTS MERCHANDISER 


Alcoa Gate Specifications: 

Height: 52”. Lengths fit openings of 10’, 12’, 14’, 16’. 

Weights: 32 Ibs, 36 Ibs, 43 Ibs, 48 Ibs (approx.). 

Panels: 5 and 6. Special 36”-high hog gate also available. 
The 10’ and 12’ sizes have 4 cross braces. The 14’ and 16’ 

sizes have cross braces as illustrated. 


Shipped assembled, with hinges, screw hooks, latch chain. 


? ALCOA 0. YOUR GUIDE TO THE BEST 
See IN ALUMINUM VALUE 
FARM GATES 


Aluminum Company of America 
2121-H Alcoa Building 
Pittsburgh 19, Pennsylvania 
We'd like details on handling the Alcoa Aluminum 
Gate. Please rush information. 





] Building Supply Dealer 
[-] Farm Supply Dealer 


[_] Lumber Dealer 


[ ] Distributor 


{_] Hardware Store CO 
Name___ 

Company 

Address 


Post Office and State 


ee en a ne Senin SP ies nD aay 
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FRY 


“3-D” ROOFING 


New FRY “3-D’’ “Shado-Bilt’’ Roofing has 
natural slate dark colored top strip, with tabs 
in your choice of 13 gorgeous colors. When 
brightly colored tabs overlay dark slate strip, 
the black showing through the tab cutouts 
makes the shingles look 3 times thicker. Roof 
has wonderful massive appearance! 
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SHADOW-BILT 


290-LB. ASPHALT SHINGLE 


FRY’s sensational new /ook in roofs can be easily identified from fully 

a block away. So distinctive in appearance, so strikingly beautiful, 

that it calls out to passers-by: “Here's the roof you want for your home—a 
different-looking roof that friends and neighbors will admire and envy!" 
It's nationally advertised in influential magazines—which, of course, 


paves the way to easier sales for you. 


Gey tet EY 
FULL-VALUE BONDED 
ee, ae ee ee ee 


Beauty spearheads many a sale for many a product—but the shaft 
of your sales-weapon, where the real “heft” lies, is in performance. 
The time proved performance of FRY ROOFING has made the 

Lloyd A. Fry Roofing Company the world’s largest manufacturer 

of asphalt roofing and allied products. That's an important 

point to pound home to your prospects. 


But the c/incher is Fry's exclusive FULL-Value, 20-Year Bond— 
the on/y bond in the industry that covers labor costs as well as 
materials, in the event of specified roof failure. 


There’s so MUCH to the Fry story—so much that can spell 
more P-R-O-F-I-T for you—that we suggest you get full details 
from the Fry plant nearest you, or write direct to our 

General Offices, TODAY! 


LLOYD A. FRY ROOFING COMPANY 


GENERAL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois 


World’s largest manufacturer of asphalt roofing and allied products— 
19 roofing plants strategically located coast to coast 


ROOFING PLANTS: Summit, Ill. ° Portland, Ore. ° Houston, Texas 
Morehead City,N.C. « Compton,Cal. «+ Kearny,N.J. ¢ Detroit, Mich. 
Irving, Texas e Minneapolis, Minn. e York, Penn. e North Kansas City, Mo. 
Brookville, Ind. e Jacksonville, Fla. « SantLeandro,Cal. « Stroud, Okla. 
Memphis, Tenn. ¢ Robertson,Mo. «¢ Waltham, Mass. e Fort Lauderdale, Fla. 
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Balsam-Wool can be promoted in your yard with this NRLDA display panel 
shown above. See your Balsam-Wool representative about your display. 


Only YOU have this answer 
to the question many are asking... 


Home seekers are asking it before 
they buy...builders are asking it 
before they build: ‘““What will this 
house cost to live in?’’ Both home 
seeker and builder are thinking 
especially of the cost of heating 
and cooling a house—items well 
worth considering in today’s era 
of rising prices. 

Lumber dealers—and lumber 
dealers only—can answer that 
question by recommending a very 
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special kind of insulation that has 
proved its ability to reduce heating 
and cooling costs. That insulation 
is Balsam-Wool. Now available 
with reflective liners, Balsam-Woo! 
meets today’s demand for greater 
economy in home comfort. 

A policy —‘‘sold by lumber deal- 
ers only’’—makes Balsam-Wool 


Sold only by lumber dealers 


your insulation product. You alone 
can offer this top-grade insulation. 
Like thousands of other dealers, 
you will find Balsam-Wool the 
most profitable deal for today and 
your future. Wood Conversion 
Company, Dept. 120-87, First 
National Bank Building, St. Paul 
1, Minnesota. 


BALSAM-WOOL’ 


Sealed bianket insulation...with reflective liners 
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for nails with extra holding power... 
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Screw Shank Flooring Nail 


Seo 


Ring Shank Gypsum Wall Board Nail 


Jemmrererpepernsnrtprenne 


Ring Shank Hummer Nail 


co _ abel ; Sus wares + adeewcions ae ‘ine 


Ring Shank Siding Nail 


ess Ses 


Screw or Ring Shank Pallet Nail (Screw Shank Shown) 


Joamnsassnnnnanannan 


Ring Shank Underlay Nails 








Ring Shank Staple 


WALL alii 


| | if 
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Ring Shank Spikes 


feet SE 


Screw (above) or Ring Shank (below) Box and Common Box Nails 





Consult your 
CFal representative 
for further details. 








screw and 
ring shank 
nails 


These efficient nails give the extra holding 
power and enduring strength that your 
customers need in such applications as 
flooring, pallets, crating, boxing, cabinets, 
wall board, siding, shingles, shakes and 
framing. 


What’s more, the shanks of these nails 
actually lock with surrounding wood fibers. 
This makes them ideal for all climates .. . 
and where green or unseasoned lumber is 
used. 
The best proof of the amazing holding 
power of CF&I Screw and Ring Shank 
Nails* is an actual test. Try a few your- 
self. Then you'll really recommend 
them to your customers. 


*Available west of the Missouri River only. 





IS BRAN 


your 


PROTECTION | 








THE COLORADO FUEL AND IRON CORPORATION 


Oakland 


Albuquerque + Amarillo - Billings + Boise - Butte - Casper + Denver + El Paso + Ft. Worth « Houston - Kansas City « Lincoln (Neb.) 


Los Angeles - Oakland » Oklahoma City - Phoenix - 
Spokane + Wichita 
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Portland + Pueblo - Salt Lake City - San Francisco - San Leandro + Seattle 
CANADIAN REPRESENTATIVES AT: Calgary « Edmonton « Vancouver + Winnipeg 
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To sell the builders ...look to 


Handsomest handtul on ANY WOOP... 


Some of the many distinctive 
trim designs available for 
use with Yale key-in-knob locks. 
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YAL 


hLitehtiel 


for builders who want prestige quality at an attractive price 


Proved quality at low cost, combined with the beauty of 
clean, elegant lines! Yale key-in-knob locksets with their 
wide selection of interchangeable trims and knob designs 
add up to an easy way for you to accommodate many 
builders’ needs with a low inventory, convenient to carry. 


Whether in beautiful brass or modern decor aluminum, 
Yale key-in-knob locksets feature ease of installation on 
all exterior and interior doors with pin-tumbler security. 

Stock up on these handsome handfuls. Your customers 


will be reaching for them. 


For today’s big doings in locks and hardware—LOOK TO YALE! YA LE & TOW N E 


YALE—REG. U.S. PAT. OFF 


BUILDING PRODUCTS MERCHANDISER 


The Yale & Towne Manufacturing Co 
Lock & Hardware Div., White Plains, N.Y. 
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EDITORIAL 


30 Ways to Gain More Selling Time 


1 Check List of Time Saving Techniques for Salesmen 
8g 1 


1. Get started early. Find the early 
buyer. 

2. Make appointments by wire, letter 
or telephone. 

3. Substitute the telephone for leg 
work when it is profitable to do so. 

4. Plan, budget and allocate your 
time. Keep a time ledger. Systematize. 
Concentrate your time where there is 
the greatest potential for sales. 

5. Know what your selling hours are 
and never permit anything to interfere 
with their 100% use. It is not the num- 
ber of calls you make but the total pro- 
ductivity of the calls that counts. 

6. Have what you are going to say 
planned before you meet the buyer. Have 
a presentation adapted to the individual 
buyer. 

7. Be sure you are selling in the place 
where the buyer likes to buy. 

8. Plan your strategy on each call. 

9. Lay out your route geographically. 
Plan your itineraries. No unnecessary 
cross hauling or back tracking. Use 
maps. 

10. Cover the known productive cus- 
tomers and prospects first. Get all the 
needed facts before the call. 

11. Make certain ahead of time that 
you are talking to the right people. 

12. Have a card file of typical objec- 
tions and their answers. Memorize the 
latter. 

13. Set up a central display exhibit 
and bring groups of buyers to you, sav- 
ing travel time. 

14. Analyze each buyer’s time habits 
and buying habits. Use them for saving 
your own time. Invest some listening 
time. Show the prospect you are inter- 
ested in his time, too. 

15. Use demonstration instead of con- 
versation. Visuals in place of palaver. 

16. Cultivate the runners-up for the 
buyer’s job. Sell the salesmen as well as 
the boss. 

17. Keep the conversation’ on the 
“vou” track, stressing what your pro- 
posal will do for the buyer. Concentrate 
on the problems and needs of the pros- 
pect and how to meet them. 


18. Test for a close at the first indi- 
cation of a buyer’s readiness. Try for 
the close as many times as is necessary 
to get the order now instead of requiring 
another call. 


19. After you have the order, get out, 
courteously, but fast. 


20. Take time to be courteous, 
friendly. Project your personality. Never 
give the appearance of being in a hurry. 

21. Save future sales time by sug- 
gesting all possible related items on each 
call. Sell the full need of the customer 
the first time. 


22. Make an average of one more call 
each day. 

23. Avoid “green pastures” fever. 
Don’t rush off to another area until you 
have fully harvested the present locale. 

24. Clock your time in minutes in 
three columns—time spent in the pres- 
ence of pre-qualified buyers — unequali- 
fied buyer calls and non-productive time 
(lunch, travel, waiting, etc.). 

25. Work out time patterns for days, 
weeks, and months ahead. 

26. Make every minute productive. 
Even periods of relaxation are produc- 
tive if they restore enthusiasm and phy- 
sical, mental and spiritual energy. 

27. Constantly analyze your time 
habits. Confine paper work, reports, and 
administrative tasks to the non-selling 
hours. 

28. Organize pre-selling. Use _ the 
mails and advertising to get the buyer 
partially sold before you make a formal 
presentation. 

29. When you get the order, make cer- 
tain that all service details are covered 
so that no time will be lost on these; re- 
assure the customer of his good buy, 
thank him and get out promptly. 

30. After leaving the buyer, analyze 
whether any time was wasted and avoid 
the waste in the next similar sale. If you 
failed to get an order, ask yourself 
whether you invested too much time or 
too little, and take corrective measures 
in the next sale. 


A. A. H. 
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NO. 2 IN A SERIES 


How to answer 
your customers’ 
questions 


Q. Are latex paints available for both 
interior and exterior? 


Yes, they are. However, requirements for interior 
and exterior paint are greatly different, and latex 
exterior paints came on the market later because 
longer test exposure and formulation experience 
were required. 


Q. Areall latex paints much the same? 

In many respects they are similar. 

(a) They are all water thinned; that is, water, 
instead of mineral spirits or turpentine, is 
the thinner. 

(b) They all dry to the touch in about 20 
minutes to one hour. 

(c) They have no painty odor; absence of 
mineral spirits, turpentine, drying oils, etc., 
eliminates the typical “painty” odor. 

(d) Brushes, rollers, paint pans are cleaned in 
just plain water or warm soapy water. 

(e) Holidays and skips can be retouched with 
no lap marks showing. 

(f) In spite of their relatively heavy “body”, 
they flow on easily and need no tedious 
brushing out. 


This information is taken in part from 
our complete booklet called “Latex 
Paint And What You Want To Know 
About It”. Copies are available free 
to established paint dealers upon 
t request. We do not manufacture latex 
paints but we are America’s leading supplier of 
latex to the paint industry. THE DOW CHEMICAL 
COMPANY, Midland, Mich., Dept. PL 1803H-1 


YOU CAN DEPEND ON 
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WALL DISPLAY at Frey & Son, Inc., helps customer select floor- 
ing pattern, match it with harmonizing counter top material. 
Rack holds many samples in small space. 


Package Selling Takes 


The best way to build up profitable resilient floor 
covering sales is to combine these products with 
others normally handled by the retail lumberyard 
and offer them to the trade in a package. 

Frey & Son, Inc., Lancaster, Penna., retail lumber 
and millwork firm, does this and finds the formula 
brings outstanding success, little affected by seasonal 
ups and downs. 

“We offer complete custom-designed kitchens and 
other home improvements” explains Robert D. Frey, 
secretary of the firm. “In this way our customers 
get a completely individualized job with which no 
price comparisons are possible. On these jobs, we 
sell all our products at fair prices.” 

Frey explained that the company’s package-selling 
consists of a trade-mark approach rather than a price 
approach. Through the custom cabinet shop and plan- 
ning mill operated by the company, it is possible to 
produce complete kitchens having features and finish 
impossible to duplicate. 

“We don’t hesitate to be high in price,” he said. 
“Often we may be $600 or $700 higher than com- 
petition in quoting on a complete kitchen job and still 
get the order. This is because the package we put 
together for the buyer has so much appeal that price 
becomes secondary.” 


Tried flooring department. When the firm first 
got into the resilient floor covering business, the 
departmental approach to sales was tried. This in- 
volved having one man assigned to develop floor tile 
and linoleum sales as a specialist. The program didn’t 
work. Frey then started to sell the complete kitchen 
job and other remodelling projects on an installed 
basis. Flooring then became profitable for them, be- 
cause package selling took it out of competition. 


Sells and installs. Package selling as practiced by 
Frey & Son, Inc., involves entering into contracts 











Floor Coverings Out of Competition 


with customers for both materials and labor. Cabi- 
nets produced in the firm’s mill are installed by 
Frey’s own men. Other labor is provided by subcon- 
tractors who are regular customers of the yard. In 
effect, this makes the yard a good regular customer 
of it tradesmen buyers. 


Sales success formula. In addition to the package 
selling program, Frey & Son, Inc., also encourages 
do-it-yourself sales cf flooring products out of the 
store. Robert Frey believes that these sales are better 
if the dealer will offer a complete line of decorative 
interior finish products with a single display area 
devoted to them. Such products would include floor 
tile, plastic laminates used for do-it-yourself counter 
topping, acoustical ceiling tile of various types and 
a complete line of pre-finished plywood and hard- 
wood panels. 

“When you do this, you have more opportunity 
to sell the complete job,” Frey said. “This is as im- 
portant in selling the do-it-yourself trade as it is in 
everything else the lumber dealer does.” 


Selling methods. Frey & Son, Inc., makes use of 
four methods of attracting customers: (1) an exten- 
sive exhibit in the area’s annual home show, (2) 
telephone book advertising, (3) television spot an- 
nouncements and, (4) referrals from satisfied cus- 
tomers. 

“We rely on the yearly home show at Harrisburg 
to provide us with prospects for our products and 
services,” Frey said. “The show has always been an 
outstanding attraction, drawing about 300,000 people. 
We usually take a 12’ x 36’ booth in which we set up 
three complete kitchens. The booth is manned with 
at least three men for the entire show period. People 
come to the show from 100 miles away. In our 
prospect follow-up, we don’t hesitate to go that far 
afield to sell. 

“Next, we use TV on a cooperative basis with an 
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Photos courtesy Armstrong Cork Co 
ROBERT D. FREY uses one of the firm's ktichen exhibits to help 
his customer visualize a new floor covering. Resilient flooring is 
tied into complete kitchen modernizing ‘package’. 


appliance manufacturer for whom we are a builder- 
distributor. We use one-minute spot announcements 
during which we show before-and-after photographs 
of fine kitchens we have done in new construction 
and remodelling. The total cost of $44 per week is 
shared 50-50 by us and the manufacturer’s coopera- 
tive advertising budget. 

“Finally, we spend over $1,000 per year in tele- 
phone book advertising, carrying our company identi- 
fication in as many different product headings as 
possible. 

“Of course, our best sales leads come from satis- 
fied customers,” Frey pointed out. ‘“‘We make a great 
effort to satisfy customers and then to encourage 
them to tell their friends about our work.” 


Specialty selling. Frey was asked about the firm’s 
fundamental selling concept which has resulted in 
the large and profitable volume the company has 
built up. 

“Management must have the desire to sell before 
the personnel can do a good job,” he said. “We take 
off from this point with a specialty selling approach. 
Our jobs are sold from the drawing board. We spe- 
cialize in unusual woods and styling. The flooring 
sold is for the most part linoleum in which we can 
create unusual and individualized designs. The cabi- 
nets fit the customer’s needs exactly and the finished 
job becomes a show-place.” 


Results told. Frey reported that there seems to be 
little relationship between new construction volume 
in the area and the volume of work they are able 
to sell. 

“While there usually is a slight drop in our volume 
through the summer months in our complete kitchen 
package selling, it normally continues strong 
throughout the year,” he said. “About 60% of our 
work is in remodeling. This, of course, does not rise 
and fall with the new construction cycle.” 
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Floor Tile Ils a “Natural” 


Include floor tile with the 


house bill, advises Indiana firm. 


When a dealer sells a contractor 
the materials for a house job, it is 
logical that the floor tile for 
kitchen, bath and other areas 
should be included in the bill. This 
is the experience of Southport 
(Ind.) Lumber Co. The firm has 
been successfully selling floor tile 
to contractors in its trading area 
for over a year. Floor tile volume 
has almost doubled in that period. 

“It is easier to add floor tile to 
the bill of material of a house job 
than sell floor tile alone,” explains 
Bob Davidson, sales manager. 

“The builder’s credit is already 
established and the dealer knows 
where the money is coming from 
for the complete house,” adds 
Davidson. “A schedule of pay- 
ments for all the materials is set 
up with the contractor. All this 
means our sales costs on floor tile 
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FLOORING SPECIALIST Charles Wycoff, 
right, confers with flooring subcontractor 
Russell R. Johnson as they select tile for a 
contractor sale at Southport (Ind.) Lum- 


ber Co. 


As 


BOB DAVIDSON, partner, is boosting floor 
covering volume by including tile in house 
bills sold to contractors. 


For Dealers Selling Contractors 


added to the material bill are kept 
low. 

“The fact that floor tile is avail- 
able here with other materials, and 
that we already have the account, 
are usually the deciding factors in 
making the floor tile sale,” he said. 


Big volume increase. Southport 
Lumber Co. began selling floor tile 
a little over a year ago. During the 
first four months of 1956 the sale 
of floor tile, mastic and accessories 
totalled $3,200; in the comparable 
period of 1957 tile sales had risen 
to $5,600. These figures do not in- 
clude such collateral items as floor 
underlayment, which naturally ac- 
company floor tile sales. 

Southport often sells the floor 
tile to contractors on an applied 
basis. The firm takes full respon- 
sibility for satisfactory installa- 
tion, furnishes materials and gives 
a subcontract for labor to a floor- 
ing contractor who works closely 
with the company. In some cases 
the house building contractor 
wants to lay his own floor tile; 


here the company sells the tile 
only. 


Tie-in sales. Floor tile 
naturally bring other sales, too. 
This is especially true in selling to 
remodeling contractors. Floor un- 
derlayment is a natural tie-in sale. 
Gypsum wallboard for improving 
the walls of rooms where floor tile 
is laid is another plus sale, in addi 
tion to all other items needed. 

Floor tile sales at Southport 
Lumber Co. are the responsibility 
of Charles Wycoff, who works with 
contractors in advising them on the 
proper floor tile product to use. In 
addition, Wycoff looks after the 
displays in the firm’s store and 
works in the hardware department. 

“There’s a growing sales oppor- 
tunity for lumber dealers in floor 
tile sales,” Wycoff said. 

“It’s not always necessary to 
meet cut-price competition which 
exists in some floor tile markets. 
The fact that floor tile ties in with 
our other materials so well and 
that we are carrying the account 
for the contractor saves us the 
cut-price headache.” 


sales 
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Prredeccta Price Pichage 


BUILDS SALES VOLUME 


Here’s What Mr. Charles A. Mitchell, 
Edward Hines Lumber Co. 


“ . JALITY = + « \ APPROVED 
Chicago has to say about it...  (mamcaton /67 3. SN no 000 
American W000 WINDOW Institute 


“The Ponderosa Pine Woodwork Package program, di- Ee 
rected toward the package merchandising of lumber SELL THE WINDOWS WITH THIS SEAL OF QUALITY 
dealers’ woodwork products, is an excellent approach. 

This American Wood Institute Seal on windows 


“For the customer this provides for the type of service —_- you Sell is your customer's assurance that they 
s ‘ ; . : conform to U. S. Department of Commerce Com- 
which permits him to complete his project in an orderly mercial Standards and are- 


and economical way. * Correct in design ° Preservative treated 
a . . » © Properly constructed © Properly 
For the dealer this approach gives him a real oppor- * Made from carefully balanced 


tunity to build a real reputation as a service institu- selected kiln dried ° Efficiently 
. ‘ ‘ pet lumber weatherstripped 
tion to his community. 


Yes, smart lumber dealers know that the best way to wrap 
up profits these days is to sell with a package concept in 


mind. You get the full benefits of selling the Ponderosa Pine 
Woodwork Package . . . because only you can make the sale. + 


OWOER 
orndlewota Ftece Pave 
WOODWORK woovlwork 


39 South LaSalie Street +» Chicago 3, lilinois 
An Association of Western Pine producers and Woodwork manufacturers 
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Double Your Door Sales | 
... Not Your Inventory! © 





A. E. WELTER is happy over results of his firm's "Idea 


Nook—Planorama™ home planning center. Floor tile laid 
here makes it a natural tie-in sale. 





























Sell Raynor Garage Doors 


Their reputation for fine quality at the right price 
makes them best sellers everywhere! 


Stock Raynor “Converti-Kits” J “i . 


Convert any standard Raynor door to low headroom SELLING TOOLS and customer information are all handy to 
customer and salesman in Blesch & Welter's sales-producing 


installations—no extra doors to stock home planning center. 





Cash in on extra sales without increasing your inventory | 
or crowding your warehouse. With Raynor “Converti-Kits” “| N k 
on hand, you overcome problem installations, make prompt dea 0Oo 

deliveries right from stock! Raynor designs a complete 
line of top quality overhead doors at prices that offer the 


| “ 
best value on the market! —? P | Gg n re) rd m dG 


THE MARK 


RAYNOR MANUFACTURING: COMPANY es e wy | Boosts Floor Tile Sales 


Dixon, Illinois 


Builders of a Complete Line of 
Wood Sectional Overhead Doors 





A home planning center at Bletsch & Welter Lum- 
ber Co., Lemont, IIl., helps the firm sell a wide variety 
of interior finish materials, including floor tile. 


The center measures approximately 10’ x 10’. It is 
built in a “U” shape. The floor inside the “U” is cov- 
ered with a variety of patterns of tile. The sides of 
the structure are table-high. Plan books and color 
selection guide and product literature are found here. 
Comfortable chairs and good lighting encourage cus- 
tomers to use the center. 

Backing up the tile display on the floor of the home 
planning center, Blesch & Welter keeps a moderate 
inventory of popular colors. Extensive inventories 
are not needed for the firm can draw from jobbers’ 
stocks easily. 


Mail Coupon Today! --- 
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Raynor Manufacturing Co. 
Dept. AL-B2, Dixon, [Illinois 


Please send me complete information on Raynor “Converti-Kits”. 
Name 
Company 


a 


a a a em einen as inch en tn os 
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Advertising Saturation 
Throughout the Nation 


America’s leading magazines tell 
your customers “Jf Insulation’s Gone 
Flat—JUST ADD ZONOLITE!” 
We’re doing your Zonolite selling in: 


LIFE...BETTER HOMES & GARDENS... AMERI- 
CAN HOME...HOUSE & GARDEN BOOK of 
BUILDING...HOME MODERNIZING... HOUSE 
BEAUTIFUL BUILDING MANUAL... NEW HOMES 
GUIDE... POPULAR SCIENCE...FARM JOURNAL 
...POULTRY TRIBUNE... SUCCESSFUL FARM- 
ING...AMERICAN WEEKLY...THIS WEEK... 
PARADE...FAMILY WEEKLY... 


286 SUNDAY NEWSPAPERS 
FOR ADDED LOCAL IMPACT 








ss at 


Ww All the“Helps” 
You Need 
to Boost Your Sales! 


* 
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ZONOLITE’ 


Now Drives Customers Into Your Place With a 
Tremendous Promotion— and New Advertising TWIST! 


We're hitting the billion-dollar home insulation market with a 
tested, smashing promotional campaign, and an entirely new 
advertising twist that gets your customers to—reinsulate! For 
every new home being built, there are 50 older houses that are 
not insulated, or were not properly insulated, or that have 
insulation that’s worn out, GONE FLAT! 

Think of it—over 200 million readers will be exposed to 
Zonolite ads during ‘‘Operation Reinsulation’’. And every ad 
carries the traffic-building message, ‘““Get a Free Zonometer 
at your Lumber or Building Supply Dealer’’. So line yourself 
up now for more traffic, more sales, more profits! 


ZONOLITE COMPANY, Dept. AL-87 

135 S. LaSalle St., Chicago 3, Ill. 

Send me complete kit on giant “Operation Reinsulation”’ 
program and details on Free Tie-in Sales Aids. 


Name a 





Store Name 





Address 








City— 
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1. PlyScord roof sheathing 
saves up to $2.00 per square 


Figure all the costs—material, time, 
labor, waste and nails—and you'll find 
you can offer your prospects the plus 
structural advantages of PlyScord at 
less net cost to you. Exact savings vary 
from area to area, but builders report 
34” panels over 24” rafter spacing save 
$2.00 and more per square. PlyScord 
roof decking goes down fast. Requires 
fewer nails. Stable, resists buckling 
Finish roofing looks better, is easier to 


¥0) 0) Ammeye Me ibuse Mise) ble WM ad Atielere) nc We (1) ebet 


Show Your Customers... 


How to 
at lower 


2. PlyScord wall sheathing 
saves 25% in labor costs 


Large, light PlyScord panels save 25% 
and more in application time and costs. 
And because of its extra strength and 
rigidity (over twice as strong and rigid 
as diagonal lumber), you can omit con- 
ventional diagonal bracing. PlyScord’s 
extra rigidity makes it ideal for shear 
walls in buildings with large glass areas, 
provides an added measure of protec- 
tion in case of storm or earthquake. 

FOR COMPLETE INFORMATION, specifications, de 
sign data, write for free ‘‘Plywood Construction 


Portfolio.’’ (Offer good USA only.) Douglas Fir 
Plywood Association, Tacoma 2, Washington. 
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PlyScord, 3%" -thick on 24” span, 
easily withstands 500 Ib. con- 
centrated load or uniform load 
of 30 Ibs. per square foot. Con- 
struction meets FHA Minimum 


Property Requirements 


Tests on roof exposed two years 
show force of 85 Ibs. required 
Two types of PlyScord are now available: Interior Ply- to pull cedar shingle from 
Scord (moisture-resistant glue) and PlyScord with Exte 5/16” PlyScord. In same tests, 
rior (waterproof) glue line. Trademarks above identify composition roofing was torn 


panels produced under DFPA quality control program loose, leaving nails in plywood. 


get better construction, 
in-place costs, with PlyScord 


3. Use inexpensive PlyScord 
backing for tile, hardwood 


Firm, solid PlyScord backing simplifies 
installation of finish wall and ceiling 
coverings such as tile, cork, thin panel- 
ing. Plywood’s strength and stiffness 
makes them look better with no un- 
sightly buckling. Easy to cut, fit and 
fasten, fir plywood grips nails firmly so 
they won't work loose to mar appear- 


ance of wall or ceiling coverings. 
<coh’ 
iy ‘ 
' 1 
(Wee! 
Fir PI od 
means quality construction 
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D F PA grade-trademarks 


you know you’re right when you 


specify by DF PA’ grade-trademarks 





factory-inspected, 
laboratory-tested 


To qualify for DFPA grade-trademarks, 
manufacturers must pass rigid and con- 
tinuous inspection of current plywood pro- 
duction. In addition to these on-the-spot 
mill checks by DFPA quality supervisors, 
thousands of samples undergo scientific 
testing in DFPA laboratories. Use of grade- 
trademarks may be withdrawn if quality is 
not satisfactory. 


right grade, right 
quality for every job 


DFPA grade-trademarks are specification 
guides to the right grade for a specific job. 
Only genuine DFPA quality-tested panels 
bear DFPA registered grade-trademarks. 
There are imitations. Don’t be misled! 


Be sure you can tell the difference. 
Send for the DFPA Quality Story—a portfolio of grade- 
use data and a step-by-step description of the DFPA 
quality control program. Write Douglas Fir Plywood As 
sociation, Tacoma 2, Washington. (Offer good USA only 


mean quality 
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cle No. 20 


™ <€ Proper construction — 
inside and out 


+ 
Adequate strength, 
- rigidity and stiffness 


€ Dependable glue-line 


INTERIOR-TYPE 
moves: 008 


9 


4 


Washington —a non-profit industry organization devoted to 


product research, promotion and quality maintenance. 


Fir Plywood 
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KENNA-PAK 


TRADE MARK 


GLIDING DOOR WARDROBE HEADER ASSEMBLY 


e ELIMINATES CUTTING OF DOORS 
e FITS ALL STANDARD ROUGH OPENINGS 
e TAKES MINIMUM HEADROOM 


One-piece header with factory-installed track 
saves the builder time and money. 


Right now, there are big profits to be made with 
time-saving, easy-to-install Kenna-pak, the new pre- 
fabricated header assembly. 

Shipped in one neat, heavy-duty carton, Kenna- 
pak includes everything needed for a complete by- 
passing door installation—so it makes any job sim- 
plicity itself. It can actually be installed in the time 
it takes a carpenter to drive eight nails into two 
jambs. The pictures on the opposite page show how 
easy it is! 

Popular standard sizes for Kenna- pak are 48”, 60” 
and 72” for two-door installations; 72” for three- 
door; and 96” for four-door. The one-piece header, 
adjustable to wall thickness of 44%” to 53”, fits any 
standard rough door opening, eliminates fascia, and 
takes minimum headroom. No more cutting of doors! 
No more costly millwork! 

Kenna-pak is only one of the outstanding products 


KENNATRACK is sound-conditioned 
. it glides! Only Kennatrack offers 

hangers with axles lubricated for life, 

and eight floating nylon wheels 

that align automatically. 


COCHPCOHOSOHOD 298 FRSOCOSS HERA ODOT EOREDLT S06 


KENNAFRAME—the original and 
patented all-stee! pocket frame. 
Prefabricated to save installer time, 
money. Warp-proof, trouble-free 
performance is guaranteed. 


developed by a full-time staff of engineers and de- 
signers at Kennatrack, world’s largest exclusive 
manufacturer of hardware for sliding doors. Kenna- 
track offers a complete line of quiet, free-moving 
gliding door hardware that’s guaranteed to give 
trouble-free performance for a housetime. 


SPECIAL OFFER! 


MAKE $50.07 FAST PROFIT 





1 Buy the special selling package of six 48” Kenna-paks 
and four 60” Kenna-paks now, at a special discount price. 


2 Get an attractive Floor Display— FREE! 
3 Get bonus of 12 door pulls— FREE! 


RETAILS FOR $139.40 .. ._YOURS FOR $89.33 


A FAST PROFIT OF $50.07 OR 36%! Act quickly as this 
special introductory offer is for a limited time only. See 
your wholesaler, or write Kennatrack at the address below. 


KENNA-PAK—the all-steel header for 
by-passing doors with factory-installed 
track. Can be installed in the time it 
takes to drive eight nails into two jambs! 
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After nailing Kenna-pak Raise assembled For 1%" doors, simply 

to side jambs through Kenna-pak and side jambs secure adjustment screws 
holes in steel header into opening. Shim, level to track. For %" doors, 
plate, cross-nail jambs and nail side first slide track to 

to nailing strips. jambs in place. full length. 








Secure Kennatrack steel To hang, tip wheels into Adjust door guide to 
hangers to doors 1°/6" track. Adjust doors to proper door size, fasten 
from each end. Use upper jambs. Lock to adjusted to finished floor as shown, 
slot only and place position by placing screw and the job is completed 
screw at top. in lower slot. —for a housetime! 


For quiet and for quality 


KENNATRACK 


accessories, including the patented SOUND-CONDITIONED GLIDING DOOR HARDWARE 
Kennalock, door pulls, latches, stops, 

door guides—everything needed to Kennatrack Corporation, Elkhart, Indiana + A subsidiary of Ekco Products Company 
complete an installation. 


KENNATRACK offers a full line of 
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How to Keep Tabs on Suppliers 


Information telling where to get what they need at the best 
price is always at the fingertips of American Lumber & Supply 
Co., Lynn, Mass. Here’s how they do it. 


How many firms sell you 
shingles, windows or roofing 
paper? What’s their salesman’s 
name? What are his prices? What 
does his product look like? 

If these questions are coming 
too fast, it might be well to take a 
look at the system used by the 
American Lumber and Supply Co., 
Lynn, Mass. With the use of two 
loose leaf notebooks and a file cabi- 
net, they have compiled most of the 
information a dealer needs when 
he is ready to order. 

The first, or product notebook, 
contains an alphabetical listing of 
every major product or building 
material sold by the firm. Under 
each heading, the number of 
sources is listed—not by name, but 
by number. Thus, American Supply 
buys shingles from several differ- 


42 


‘ie, 
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BEFORE ORDERING, Harold J. Abel, sales manager for American Lumber and Supply 


Co., Lynn, Mass., compares price lists. 


ent wholesalers and distributors. 
Under the heading of “Shingles” 
in the product book, are the sym- 
bols L38, L51, etc. The “L” stands 
for lumber in order that the prod- 
uct will not be confused with hard- 
ware or plumbing fixtures, also 
sold by American. 

With the information gained 
from the product book, it is then 
possible to turn to the second or 
source book to obtain the desired 
information on what one supplier 
can do for American on any desig- 
nated product. Say, again, the 
product is shingles and L38 desig- 
nates a supplier. Under “L38” in 
the source book is the name, ad- 
dress and phone number of the 
firm, as well as the name of the 
salesman with whom American has 
been dealing. In addition, other 


pertinent information is listed, 
such as the salesman’s home ad- 
dress and phone number, the name 
of the inside man or perhaps the 
mill superintendent. One never 
hears anyone at American say, 
“Get me whosis, you know, he 
works for George Whatsis Com- 
pany, somewhere in Boston.” 

For further product knowledge 
and prices, American Supply 
makes up a file folder for each 
designated number. This folder 
contains the latest price list for 
the item concerned, along with any 
pamphlets and literature describ- 
ing the product. In a matter of 
minutes, American can have be- 
fore them the price of a product 
from a dozen suppliers. As an aid 
to sales, the firm can show a cus- 
tomer a dozen illustrations of a 
product manufactured by as many 
sources. 

Easy to make up and entirely 
flexible, the system has proved its 
worth time and again for American 
Lumber in the past two years. 
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Customers Like 
Planning Table 


A modernistic home planning 
table located in the showroom of 
the Alexandria (Minn.) Lumber 
Co. is a convenient place for cus- 
tomers to go over plans, look at 
new home designs or just rest up 
while their orders are being filled. 

The table is equipped with two 
comfortable leather-upholstered 
chairs and several home planning 
books. The table also serves as a 
display space for small power tools 
and a miniature display to show 
the use of wrought iron legs. 


eee! 
STERLING ie 
” Porry 


Rubber Stamp 
Marks Prices 


A king-sized rubber stamp with 
movable numbers is used at Berry 
Street Lumber Co., Fort Worth, 
Tex., to price-mark hardware and 
paint items for sale in the store. 

“With prices clearly marked in 
chain-store fashion on each item, we 
speed up customer service and elimi- 
nate any question as to the price of 
an item,” says Frank Paschall, 
hardware manager. 

The big rubber stamp, together 
with a large ink supply, cost the 
firm $10. Paschall reports that the 
value obtained from quick price 
marking made possible by the tool 
already far exceeds its cost. 

“Stamping prices on the items as 
they come from the carton is a much 
faster operation than marking 
prices with crayon,” Paschall said. 
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BY MASONS’ 





DEMAND 


The only fireplace unit complete from hearth 


to flue with the exclusive Pressure-Seal Damper 


<. 


iueuies from erry 
to flue—This new unit 
provides a_ scientifi- 
cally designed form for 
the masonry complete 
from hearth to flue. 
Saves time and labor. 
And it helps assure a 
fireplace that will op- 
erate efficiently with- 
out smoking. 


Pressure-Seai Damper 


—The exclusive Pres- 
sure-Seal Damperseals 
the chimney throat 
tight when the fireplace 
is not in use. This holds 
in winter heat and 
keeps out cold down- 
drafts. It also prevents 
costly summer air con- 
ditioning from escap- 
ing up the chimney. 


Here’s the fireplace unit masons all 
over the country have been asking for 
It’s the all-new Heatilator Pacemaker 


Fireplace ...engineered for the future 


Other important points to remember 
1. The Heatilator Fireplace Unit cir- 
culates heat evenly to all corners 
of the room and adjoining rooms 


Heatilator Fireplace Units have 
outsold all others 3 to 1. They are 
the known and requested brand 
They have been advertised nation- 
ally for more than 20 years. 
Get the new Heatilator catalog to- 
day. Write HEATILATOR INC., 
division of Vega Industries, Inc., 868 
E. Brighton Ave., Syracuse 5, N. Y 


ATILAT OR 


Pacemaitex 
FIREPLACE UNIT 
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Heres our new Casual Random 


..-the modern style in ceiling tile ! 


bie a fresh shot in the arm for your ceiling 
tileboard sales? This is it... an exciting 
new acoustical product from Insulite, with a 
selling theme keyed to modern living. This new 
addition rounds out your Insulite ceiling tile- 
board line completely . . . gives you the right 
item for closing every sale! 

Women, as you know, are a powerful influence 
in ceiling tile purchases. The one best way to sell 
women is through styling. And the hottest cur- 
rent trend in home styling is the “casual look.” 
So today we give you Insulite Casual Random 

. . . acoustical ceiling tile in modern style. 


Painted bevels, flanged T&G Joints, give Casual Random 
a truly deluxe appearance—and assure smooth application. 
Notice, too, that holes are clean, deep drilled. Paint finish is 
super-tough for trouble-free, long-lasting beauty. Ideal for new 
home construction, or do-it-yourself remodeling jobs. 


Notice the new, eye-pleasing pattern, with 
holes irregularly spaced. A new drilling process 
makes holes clean, sharp and deep. Casual Ran- 
dom has fine acoustical properties, too. It’s ideal 
for living rooms, dens, attics, amusement rooms 

. and for commercial jobs such as offices, stores 
and shopping centers. 

To help you make the most of this powerful 
new styling story, we have displays, literature 
and samples ready for your use. Get started 
now, for big fall sales. For information, call your 
Insulite distributor or write us—Insulite, Min- 
neapolis 2, Minnesota. 


Fast and easy application is an outstanding feature of 
Acoustilite Casual Random. Having very slight expansion and 
contraction, new tile is offered in 12” x 24” cross-scored, as well 
as standard 12” x 12”. Thicknesses—!4” and 34”. Butt edge 
(for adhesive application) or tongue and groove types. 


INSULITE 


sells easy...sells fast...stays sold 


Insulite, made of hardy Northern wood—Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 


INSULITE AND ACOUSTILITE ARE REG. T.M.‘S, U.S. PAT. OFF. 


Keyed to casual living, Acoustilite Casual Random matches modern decor to perfection. Photo at left shows how 
the informal pattern of Casual Random matches the informality of current designs in wallpaper, drapery fabrics and 
furnishings. With the modern, style-conscious woman, it’s this ensemble styling that clinches sales. 





Modern equipment leads to 


Faster, More Efficient Records Control 


Maryland dealer explains step-by-step 
system that cuts down man hours and increases 
efficiency in the bookkeeping department. 


By JOSEPH W. RABBITT, Secretary-Treasurer 
Frank M. Ewing Company, Inc., Beltsville, Maryland 


Business expansion in recent years has forced man- 
agement to take a good look at record-keeping prac- 
tices. Our accounting methods prior to mechanization 
were slow and cumbersome, failing to reflect day-to- 
day business volume without an undue burden on 
personnel. 

For example, invoices were typewritten and tedious 
control work to insure that accounts would include 
all business done with each customer was necessary. 
Procedures demanded the work of several clerks and 
still statements were slow in reaching our customers. 
Often, customers received statements only a few days 
before the discount period. 

After a thorough investigation of our methods, 
we revamped our accounting procedures and installed 
a Burroughs Sensimatic accounting machine and a 
Burroughs typewriter billing machine to handle the 
bulk of our record work. Accounts receivable, ac- 
counts payable, sales tax analysis, general ledger and 
payroll are now under machine control. 


How billing works. Our billing work is now com- 
pleted quickly, with tight control over the prepara- 
tion of invoices on a timely basis. The salesmen pre- 
pare a six-part order form. The original and two 
copies of the prepared order form are routed to 
the accounting department to act as a control on 
billing for lumber delivered and to represent the 
original and duplicate invoice to the customer. The 
third copy is the basic accounting copy and the last 
three copies are routed to the shipping department. 

The order is then completed for shipping and any 
changes made in the filling of the order are noted 
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JOSEPH W. RABBITT explains 
the simplified accounting system, 
which gives an up-to-the-minute 
picture of the firm's overall busi- 
ness. 


on these copies of the order. The shipping and re- 
ceipt copies of each order are then sent to the ac- 
counting department after delivery. A billing clerk 
compares the shipping copies and the original copy 
adjusting the latter to reflect the actual shipment. 
Board footage is then computed. Invoices are then 
given to the typewriter billing machine operator, 
who inserts the customer’s copies and the account- 
ing copy of the invoice in the machine and enters, 
from the shipping copy, the number of units deliv- 
ered, the billing unit and the price per unit. The ma- 
chine automatically computes and prints the amount 
of the charges. 

A total of all charges on the invoice is accumulated 
in the machine and is printed as a sub-total on the 
bottom of the invoice. Sales tax is computed and 
added and the grand total of the invoice is then 
printed automatically. 

Once the invoice is computed, the accuracy of the 
machine eliminates the need to re-calculate exten- 
sions. The machine operator merely verifies units and 
prices on the invoice with units and prices on the 
shipping copy. The computed accounting copy of the 
invoice that is kept in the office is used for posting 
to customers’ statements and ledgers. 

We maintain a three-way file to provide easy refer- 
ence to customer transactions. The shipping copy is 
filed alphabetically by customer, the signed copy re- 
turned by the delivery man is filed numerically by 
ticket number and the accounting copy is filed 
numerically by invoice number. 

Invoices, then, are in customers’ hands within three 
days after the order has been delivered. We presently 
are processing between 2,900 and 3,400 invoices a 
month and believe that we could handle 5,000 invoices 
a month without adding personnel or equipment. 


Accounts receivable. On posting accounts receiv- 
able, the bookkeeper inserts both the statement and 
ledger into the Sensimatic accounting machine and 
enters the old balance, the invoice number for refer- 
ence, sales tax and charges. The machine auto- 
matically dates the statement and ledger and com- 
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INVOICES ARE EXTENDED mechanically by 
Mildred V. Boteler, billing machine operator. 


THESE LEDGERS are maintained under machine 


control to provide management with up-to-date 


THIS ACCOUNTING MACHINE handles the bulk 
of the firm's record work. Vera M. Buice is the 
operator. 


totals on all phases of business activity. 





CREDITORS LEDGER 
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SALES TAX ANALYSIS 




















putes and prints the new balance to the account with 
all information appearing on both the statement and 
ledger in original print. 

Each line of posting is proved as it is made. The 
machine accumulates the total of all charges made 
during the run as a proof against the pre-list total 
of the invoices. A machine proof journal of all post- 
ings is prepared as a by-product of this machine 
operation. 

By posting invoice numbers to statements and 
ledgers and mailing copies of the invoice to the 
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INVOICE EXTENSIONS (top) are automatically 
computed by the billing machine operator once 
units have been pre-calculated. Customers’ 
ledgers and statements are prepared from a copy 
of the invoice, once shipping has filled the order. 
New account balances and proving is provided 
automatically. 


customer, we have eliminated the need of typing 
descriptions of charges on statements and have 
saved considerable time as well as reducing the num- 
ber of statement and ledger forms which otherwise 
would be required. Approximately 800 statements a 
month are mailed. 


Cash receipts. On receiving payments in the mail 
each morning, the cashier prepares four copies of a 
bank deposit slip. The original copy accompanies 
checks to the bank; the second copy is forwarded to 
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RECORDS CONTROL SYSTEM 


(begins on page 46) 





the general ledger section for posting payments to 
accounts; the third copy is sent to the credit depart- 
ment to serve as a notice of payment and the fourth 
copy is used as a cash receipts journal in the account- 
ing department. 

Money is deposited within three hours after re- 
ceipt. Payments are credited to customer’s ledgers 
and statements daily. The bookkeeper merely inserts 
the forms into the Sensimatic, picks up the old bal- 
ance due from the account and indexes the payment 
amount and cash discount amount. The machine auto- 
matically prints the new balance due and dates 
records. 


Sales tax analysis. Once customers’ accounts have 


been posted, the general ledger bookkeeper posts the 
sales tax analysis. Key to this operation is the selec- 
tion of machine registers or “total accumulators”. 
The bookkeeper lists exempt sales, resales, sales sub- 
ject to tax, and the total sales tax for each invoice on 
a roll tape journal on the Sensimatic. 

Previous day’s balances to-date are then picked 
up, the applicable ledger card inserted into the ma- 
chine, and the machine automatically adds the day’s 
figures to give month-to-date amounts. 

Each entry is proved as it is made. By keeping 
accumulated totals by sales categories and tax day- 
by-day, the monthly tax report of amounts owed the 
various governmental units is then prepared by 
simply copying totals from the last entry on the sales 
tax analysis ledger. This operation alone has saved 
us five man hours of work each month over our 
previous methods. 


Accounts payable. We receive between 3,000 and 
1,000 invoices a month. We maintain ledgers by 
trade accounts, freight payments and “all other” 
accounts. We post accounts payable ledgers on re- 
ceipt of invoices and gain a purchase journal as a 
by-product of the posting. Machine accumulated 
totals on purchases are printed on the journal at 
the end of the payables run. 

Checks are posted to the ledgers and a check 
register is prepared simultaneously to reflect grand 
totals of the check writing run. These operations in- 
clude reference to assigned account numbers for the 
vendors to provide ready reference to applicable ac- 
counts when tracing postings or payments from the 
journals to the ledgers. 


General ledger. The general ledger contains some 
225 accounts with the bulk of the accounts posted 
daily. Here, the Sensimatic machine operator enters 
the old balance to the account, the reference num- 
ber, the amount of debits or credits and the machine 
automatically computes and prints the balances and 
dates the posting, accumulating month-date totals. 

At the end of the month, the previous month’s 
accumulated total is entered as well as the current 
month-to-date total, producing a current year-to-date 
figure, and, as a by-product, a trial balance of the 
postings. 


Speeds payroll. In a single machine operation, we 
prepare a check, employe’s information statement, 
earnings ledger and payroll journal for a payroll that 
runs from 100 to 130 employes. The entire payroll 
operation is now completed in little more than six 
hours. 

Formerly, two days were required to write the pay- 
roll. Accumulated totals on the earnings card make 











Cleanout doors are avail- Crawl space doors are 


able in formed steel or cast completely assembled, 
iron; durable, close-fitting, ready to install without 
easy to mount. special framing. 


Access doors are available for tile, masonry, brick, wall- 
board, stone, wood; and with or without expansion wings 
for plastered walls. 














Designed for the builder’s convenience, Vestal metal doors are 


available for practically all building needs, in a wide variety of 
sizes and styles; quality construction guaranteed. 


Formed Steel Lintels 


Cast Iron 
Fireplace Dampers 


VESTAL... Quality Name in Metal Building Products 


Manufacturers of circulator fireplaces, fireplace dampers, ash 
dumps, foundation and under-eaves ventilators, steel mortar 


boxes, wal] ties and joist hangers, drainage and sewerage castings. 


Cistern Rings 
and Covers 


For complete catalog, write Dept. AL 


VESTAL MANUFACTURING (€O., P. 0. Box 152, Sweetwater, Tenn. 


Circle No. 22 on Coupon, page 84. 
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preparation of government reporting forms a simple 
listing job. By merely copying the prior quarter’s 
wages-to-date and the current quarter’s wages-to- 
date, the machine automatically computes and prints 
on Form 94la wages taxable under F.I.C.A., wages 
subject to Federal tax and the state taxable and 
exempt wages and prints page totals automatically. 


This operation, in its single application, eliminates 
a duplicate operation normally required for state 
reporting. This, of course, has resulted in a sizeable 
time savings. 


Conclusion. By maintaining up-to-date figures on 
all of our record work, we are able to obtain our 
trial balance by the 10th of the month when formerly 
it was delayed as much as 30 days. Income and ex- 
penses ledgers are maintained separately for our 
two yards and totals on these ledgers reflect monthly 
and year-to-date activity. 

Thus, in the fact of increasing business volume, we 
have developed an accounting system that is accurate, 
economical and now provides management with cur- 
rent figures on all phases of our business operaticns 
... figures that management must have to appraise 
today’s business and plan for tomorrow’s growth. 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 








Fixing up the house? Watch out! 


The home racketeers are at it again. From around the 
country come reports of homeowners bilked by fast talkers 
in the house renovation and repair business who promise 
bargains in termite-proofing, kitchen reconstruction, roof- 
wat etc., and deliver mainly heartaches. Some of their 
tricks: 


A Promising cut-rate renovation jobs to people who will 
permit their homes to be photographed for ‘advertising’ 
purposes. The offer is hedged with so many conditions 
that inevitably the full price must be paid. 


4 Concealing substantial extra charges in the fine print 
in the contract. 


A Offering worthless guarantees, and then leaving town. 


A Over $500 million will be paid to the racketeers this 
year by gullible homeowners. Here's what the better busi- 
ness bureaus and the Federal Housing Administration say 
you should do to protect yourself: 


A Don't bite at superbargains. If in doubt, ask for the 
names of four or five previous customers that you can 
check with. 


A If the company is not known to you, check its standing 
with your local bank, the chamber of commerce or the bet- 
ter business bureau. This is essential if dealing with out- 
of-town or itinerant firms. 


A Read the contract twice before signing. Demand a du- 
plicate of what you sign, with the contractor's signature 
on it. 


A Don't sign the completion certificate—indicating the 
job meets with your approval—until you have satisfied 
yourself that it's in accord with the contract or sales 
agreement. 











SHYSTER applicators are indicated by the above feature in the 
July issue of Kiplinger's Changing Times. Suggestion: how about 
asking your local newspaper to use this story as a public service 
to their readers. 
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EFLECTOR 


HARDWARE CORP. 
VISIT OUR NEW YORK SHOWROOM 


\ Equipment 


MAIN OFFICE AND FACTORY 


CHICAGO 8, ILLINOIS 


NEW YORK OFFICE AND SHOWROOM 
225 W. 34th ST., NEW YORK 11 
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Merchandising 


g REFLECTOR-HARDWARE CORP. Dept. AL-8 a 
WESTERN AVE. at 22nd PLACE, CHICAGO 8, ILL. 


Gentlemen: , : ’ ; a 
2 Please RUSH my 3 free guides to getting 125% more live a 
selling space. I want to display more lines and still keep & 
* all my merchandise in easy “buying-reach” of customers. 
@ Nome_____cmom—____ 


B Position —______—_———- §j 

@ Firm Name__- sayin -§ 

B Address. — B 
Ci a 
CEE E Eee Ee ee 2 ee 











HOW-TO-DO-!IT 
GUIDES Show you 
how to 


HUNDREDS OF IDEAS : 
208 PAGES @ 1200 ILLUSTRATION 


' @ SELF-SERVICE AND SELF-SELECTION GUIDE. For any 
line or department. Fully illustrated—shows you 
to get best merchandise presentation setups. 


@ GENERAL DISPLAY GUIDE with equipment to suit 
your needs. Signing and Pricing — Garment Racks — 
Window Stands — Binning and Splicing — Costumers 


WESTERN AVE. AT 22nd PLACE 


@ PERFORATED PANELING GUIDE with dozens of 

ideas on how to use perforated paneling an& inex-: 

pensive Space-Klips for every type of merchandise. 
© 957 rhe sa 
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It's here! 


ata new, 
attractive 
price 





only 
KEYCORNER 
gives you 

a | of th ESE Flanges of Keycorner are shaped 
advantages eae scote 


plaster corners. 
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KEYSTONE STEEL 


Peoria 7, Illinois 


the GREAT NEW 


CORNER 


Exclusive new features of Keycorner give far 
greater crack resistance in plaster corners 
than any other type of reinforcement. 

What’s more, lathers and plasterers both 
like it. Lathers like the 4 ft. lengths. The 
precision fit. The smooth, pliable wire that 
doesn’t cut or tear the hands. The ease with 
which they can do a craftsman-like job. They 
like the way it’s bundled and packaged for 
convenient handling and storing. 

Plasterers like Keycorner because it’s so 


Designed to give maximum re- 
sistance to cracking—Spacing of 
longitudinal wires plus self-furring 
design adds exceptional crack re- 
sistance where needed most; keys 
plaster if open spaces occur be- 
hind Keycorner. 


GET THE FACTS-FREE! 


Here’s the hottest thing in galvanized corner 
lath. Advertising like this now appearing in 
the leading building and plastering publica- 
tions will broaden your market for Keycorner. 
Tie in now with all the outstanding products 
of the Keystone line. 


& WIRE COMPANY 


Precision formed—Every piece 
springs snugly into place. Fits ac- 
curately and exactly in corners, 
giving a truly craftsman-like ap- 
pearance to the finished job. 


GALVANIZED 
CORNER 
LATH 


easy to plaster over; also because they can 
take pride in the workman-like corners that 
are strong, and crack resistant. 

Builders like it because they get the 
highest quality job at a saving. 

There are many attractive features about 
the NEW KEYCORNER. It costs you 
nothing to get the facts. Send for the See- 
for-yourself Kit, with a generous sample. 
Keystone Steel & Wire Company, Peoria 7, 
Illinois. 


plus all of these 
extra advantages 


e Galvanized to prevent rust streaks 
Can be nailed or stapled 
Easy to plaster over 
Smooth wire does not cut or tear hands 
Little cutting required 
Packed in 4’-0” lengths 
e Delivered in cartons (65% Ib.) of 1,000 ft. 
e Easy-to-handle; easy-to-store 


Department AL-87 

KEYSTONE STEEL & WIRE COMPANY 

Peoria 7, Illinois 

(] Send me FREE complete information 
and price on the New KEYCORNER. 


[] Give me the name of the 
nearest Keystone salesman. 

a ER ear ae re 

Firm_ 

Street__ 


State 





For the biggest 

bonus in 

insulation... choose 
from these 
famous-brand 

blankets and batts 

=> => => => => => => 


THEY ALL 
FEATURE THE 


alee continuing promotion of the TRIPLE a | TRIP LE P LUS* 
OF 





— by four-color magazine advertising and network TV — 

has more and more homebuyers demanding this 

important extra value. They know this “extra” costs very REYNOLDS ALUMINUM 
little. They know the only time to get the TRIPLE PLUS 
job is while the house is building. So write this 
sales-clinching feature into your specifications — and 
promote it! Choose from the famous brands listed in the 
column alongside. Reynolds Metals Company, This is the Mork of Extro Velve in Insule- 
General Sales Office, Louisville 1, Kentucky. ee ee 








THE FINEST PRODUCTS MADE WITH ALUMINUM ARE MADE WITH 


REYNOLDS 2% ALUMINUM 


* Trodemork See “Circus Boy”, Sundays, NBC-TV. Watch for Reynolds on “Disneyland”, ABC-TV Network. © 1957 Reynolds Metals Company 


PLUS 1 BOUNCES OFF SUMMER HEAT! PLUS 2 THROWS BACK WINTER RADIA- PLUS 3 CONTROLS MOISTURE CONDENSA- 
Reynolds Aluminum Foil reflects up to 95% TION! Properly placed in walls, in ceiling, under TION! Reynolds Aluminum Foil is a positive va- 
of all radiant heat...cools a house as much floors, Reynolds Aluminum Foil reflects house por barrier...protects homes against moisture 
as 15°...drastically cuts air conditioning costs. heat back inside...cuts fuel costs. damage just as foil packaging protects foods. 
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These are the 
different ways the 
TRIPLE PLUS is used 


TYPE A 

This insulation uses 
the TRIPLE PLUS all 
around: Reynolds Alu- 
minum Foil completely 
encasing the batt on 
all four sides, giving 
the full advantage of 
reflective foil. 


























TYPE B 

This insulation tea- 
tures the TRIPLE PLUS 
in another form. Rey- 
nolds Aluminum Foil 
one side; the other 
side a polished alumi- 
num pigmented coat- 
ing on kraft paper 








TYPE C 

This type of insulation 
gives you the advan- 
tages of the TRIPLE 
PLUS in still another 
way...with a layer 
of Reynolds Aluminum 
Foil on one side of 
the batt. 








...in each of 
these famous-brand 
insulations: 


ry RED TOP 


O INSULATING 
BLANKET 


1p — 
REYMOLDS tue GD 


RED TOP uses Type ‘A TRIPLE PLUS 


CELOTEX 
IMSULATING BLANKETS 


m THE cae 
TRIPLE PLUS OF eee 
REYNOLDS ALUMINUM 


CELOTEX: Types ‘A’ & ‘B’ TRIPLE PLUS 


SPINTEX uses Type ‘B’ TRIPLE PLUS 
SEALFOIL 


GLASS FIBRE 


INSULATION 
woot 
" acronis CORP 


WITh THE 
TRIPLE PLUS OF 
REYNOLDS ALUMINUM vss Sie] 


SEALFOIL uses Type ‘B’ TRIPLE PLUS 


BALSAM-WOOL 


WITH THE : re, 
TRIPLE PLUS OF 
REYNOLDS ALUMINUM Ls Bsove] 
BALSAM WOOL uses Type ‘B’ TRIPLE PLUS 
oe 7 HOME 
visite INSULATION 


WITH THE mn 
TRIPLE PLUS" OF [pueee 
REYNOLDS ALUMINUM ii cee 


LOF uses Type ‘C’ TRIPLE PLUS 
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Space-Saving Bins Keep 
Doors Warp-Free 


Flush and panel house doors are 
stored flat in space-saving bins at 
Williams Lumber Co., College 
Place, Wash. Both vertical stand- 
ard and shelves of the bins are 
made of *4-inch fir plywood. 
Shelves rest on steel angles bolted 
to the verticals. By using the ply- 
wood for vertical standards in- 
stead of 2x4 posts, about two 
inches per bin, horizontal measure- 
ment, is saved. According to Joe 
Webster and Don Woodard, part- 
ners in the business, the storage 
method has several advantages 
over storing doors on end. The 
doors lie free from warp in the 
bins. The solid walled bins help 
keep the doors clean, too. No diffi- 
culty is reported with scratched 
door surfaces. 


Model Garage Serves 
Many Purposes 


A 12x20 model garage which the 
Wisconsin Lumber Co., Fond du 
Lac, Wis., has on display also 
serves as a farm store part of the 
year and a lawn and garden shop 
other seasons. Attractive signs on 
the sides of the building advertise 
these uses. 

The farm items consist of tools, 
various steel goods, roofing and 
other items. The garden store items 
include seeds, power mowers, gar- 
den and lawn tools. Many cus- 
tomers like to shop here for such 
needs, because of easy parking. 

The lumber company sells two 


types of garages, both 12x20. The 
economy model sells for $275 and 
the medium quality for $375 (ma- 
teriais only). Most of the sales are 
for the higher-priced model, re- 
ports president C. L. Ludden. 





a - 
Rack Holds Tradesmen's 
Business Cards 

A neat rack holds the business 
cards of local contractors, carpen- 
ters and other tradesmen at High- 
land (Ind.) Lumber & Supply Co. 
The rack is located near the front 
entrance. The rack differs from 
the usual bulletin board in that it 
has several small racks on which 
each tradesman can place several 
cards. A customer can take a card 
rather than having to copy names 
and phone numbers on a scrap of 
paper. Manager George Fishtorn 
said that the rack is far easier to 
keep up to date and free from un- 
desirable tradesmen’s cards than 
a bulletin board, thus insuring 
greater customer satisfaction. 


& 
. . 
Light Fixtures Make 
Good Window Display 
Instead of displaying light fix- 
tures from the ceiling, they are 
used as window display items at 
Yaeger & Kirk Lumber Co., Santa 
Rosa, Calif. Store and hardware 
manager Jim Novelli has hung 
them in single file in the show win- 
dow area. They are turned on in 
the evenings to make an unusual 
window display. 
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pa be ENTRY TO MATERIALS room marked by 
wall sign in the hardware store. 


a 


Hardware 


Lumber 


PARKING AREA in front of attractive new 
store of Trotwood Lumber Co. 














PICKUP ROOM | 6’x70’ uses wall fixtures for lumber, pallets for 
Convenient shopping 


bag goods and other materials. You enter from main store, haul 


materials out through overhead doors. 
for suburbanites . . . 


ee ene 
eR ee RETIN | e 
Self-Serve Bins 


for Pickup Trade 


Retail Hardware Store 





\ 





With Lumber “Shorts,” 
Model Rooms Downstairs 
Compact retail store includes separate 
handyman inventory of lumber, materials. 
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\SAVE TI ME 
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REDDY 
RICHKRAFT 
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Reddy Richkraft has a story for 
you —a story about building 
paper that means savings in time 
and money. 

Reddy would like to tell you 
more about the Richkraft Line. 


RICHKRAFT BUILDING PAPERS 
Only Richkraft brings you a 
complete line of building papers 
which assures the use of the right 
paper for every job. There is 
Skufpruf Heavy Duty, fully re- 
inforced, shrink resistant, and 
waterproof: Medium reinforced, 
a plain Kraft: Duplex 30, a low- 
cost duplex, and last but not least: 
Black Sheathing Paper. With this 
line you have a choice of papers 
that answers every problem. 


RICHKRAFT 65 FUNGI RESISTANT 
The finest water vapor barrier 
for concrete slab on ground or 
crawl space construction. Rich- 
kraft 65 meets F.H.A. or V.A. re- 
quirements. Clean, fungi resist- 
ant, smooth Richkraft 65 with its 
non-sticky surface cuts labor at 
least two thirds. It comes in a full 
range of sizes up to 96 inch. 


RICHLITE 

Richlite is the finest of poly- 
ethylene sheets. It is tough, 
easily handled and impervious 
to moisture, acid or alkalies. It is 
vaporproof and will not rot or 
mildew. Black or clear in several 
weights up to 20-ft. wide. 


RICHFLEX 

With Richflex, you do a 4-way 
job: Keep winter heat in, summer 
heat out, establish a moisture 
barrier and a cold air barrier. 
Richtlex turns back more than 
75% of the heat rays striking it. 

Skufpruf, Medium, Duplex 30A, 
Richkraft 65, and Richlite as well 
as two grades of Richflex reflec- 
tive insulation meet F. H. A. 
specifications as vapor barriers. 

Your dealer should have it—if 
not, write for complete details. 


THE RICHKRAFT COMPANY 
510 N. Dearborn, Chicago 10, Ill. 
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MECHANICAL HANDLING — ORDER ASSEMBLY 





Order slip is obtained 
from dispatcher by lift 
truck scaler, who loads 
packages according 
to house sequence, on 
waiting semi-trailers . . 


Time-Saving Trailer System 


Scientific order-picking by Michigan dealer 


Semi-trailers with roller beds 
provide maximum order-assembly 
and delivery efficiency for Sibley 
Lumber Co., Detroit, Mich. The 
trailers, as seen above, were in- 
vented by Fred M. Sibley, Sr., 
president. 

A fleet of trailers are strategi- 
cally placed in the 350,000 square- 
foot storage and loading area in 
the company’s Livonia, Mich., yard. 
Over 4,000 feet of rail spur track 
serves the yard. Lift trucks of 


ES rat 


15,000-pound capacity first place 
lumber into packages and yard 
storage. Then, builder’s orders are 
order-picked according to con- 
struction sequence and placed by 
the scaler-drivers on the semi- 
trailers. 

When a delivery truck returns 
from a trip, the driver unhitches 
empty trailer and simply hooks up 
to one with load intact. Trailer-bed 
rollers provide unloading at the 
site in a matter of minutes. 


20,000 SQUARE FOOT WAREHOUSE has clear span bow-string trusses. Walls are of 
cinder block, roofing is aluminum with 16' wide strip of translucent plastic at ridge, 
adjoined by heat valve along ridge, permitting humidity control. To rear of warehouse 
is crushed-slag yard of 350,000 square feet for outside storage. Right front corner of 
Sibley Lumber's warehouse contains bins for pickup by consumer trade. 
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HAROBOARD 


is ‘ 


Metropolitan dealers know 
it's smart to buy from jobbers! 


Dealers who supply the home construction repair and 
remodeling markets in large cities realize the value of 
buying from their local jobbers. For jobbers are con- 
stantly helping their customers by... 


@ maintaining large and varied stocks so dealers 
won't have to invest in big inventories 


@ providing fast delivery of emergency orders when- 


ever dealers need them EVANEER 
furnishing merchandising and sales help FIR 


stocking top grade products—like Evaneer fir ply- PLYWOOD 
wood and Evanite hardboard (jobbers can receive 
both in the same freight car). 


EVANEER PLYWOOD IS DFPA GRADE-MARKED FOR UNIFORM QUALITY 


Evaneer and Evanite are Trademarks of the Evans Products Company 


EVANS PRODUCTS COMPANY, DEPT. S-8, PLYMOUTH, MICH. 
Sales Offices: Plymouth, Mich.; New York City 


Chicago, Ill.; Tampa, Fla.; Coos Bay, Ore. Profit from this pair! 


Also producers of fir lumber; 
railroad loading equipment; bicycles; velocipedes; Evanite battery separators; truck and bus heaters 


PLYWO0) AN0 HAROBQARD 
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NOW...YOUR VOLUME SALES TO 


builders 


ARE WRAPPED UP IN THIS 


PACKAGE ! 


Builders all over the country are boosting sales by using the Capitol package of 
aluminum combination storm and screen doors and windows, jalousie doors, 
rolling doors, and Capitol prime sliding windows . . . as an added attraction. 
These Capitol units are included as part of every home, and builder sales 

have jumped! 

This means VOLUME... and it can be yours! 

Getting volume on these products through the builder is the easiest way in the 
world to sell, and the most profitable. Capitol is constantly building up more 
builder prospects for the Capitol Package . . . and they’re being turned over to 
Capitol dealers and distributors. Will you be one to cash in? 

Write now and find out how Capitol dealers and distributors are capitalizing on 
this big new market for volume sales. There may be a Capitol franchise 
available in your territory. 

















CAPITOL PRODUCTS CORPORATION 


Mechanicsburg 12, Pa. Dept. AL-12 


Please send me complete information on how Capitol 
dealers and distributors can cash in on the Capitol 


builder package. 


NAME 





FIRM 





ADDRESS 











TELEPHONE, 
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THREE-TRACK-TILT AND DOUBLE-TRACK 
STORM WINDOWS AND SCREENS 


COMPLETE LINE OF 
ALUMINUM STORM-SCREEN DOORS 


cm eee ee ee we ee er ee weer senna 


WIDE RANGE OF JALOUSIE DOORS & SCREENS | 














ROLLING DOORS AND SCREENS 








| 
| 
| 





A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 








“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 





*M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, 
Oak, Poplar, Beech, Maple. Ash, Hickory. Chestnut and 
other hardwoods, All facilities. 





“Cherry River Boom & Lbr. Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





*Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 





“The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
‘Century’’ Oak and Maple Flooring. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak. Walnut, Poplar, Basswood, Beeci: 
Cherry, Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Ocak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 


J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Monufacturers Appalachian Hardwood Lumber 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 





*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


Circle No. 26 on Coupon, page 84. 
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GLENN HANNAH, 


Lumber Co., 


owner, Gary 
looks over some of the 500- 


(Ind.) 


pound rollers his firm fabricated for the 
American Bridge Division of U. S. Steel. 


LAMINATING PLYWOOD SECTIONS with 
home-made press. Thirty-two of these 
rollers were made. 


Dealer Helps Build Biggest issy 


Special 500-pound plywood rollers fabricated by Indiana 


firm were used to construct bridge across Mackinac ( Mich.) 


Straits. 


A lumber dealer, Glenn Hannah, 
owner and manager of the Gary 
(Ind.) Lumber Co., has played an 
important role in construction of 
the world’s longest bridge. 

The particular job Hannah was 
asked to handle was the construc- 
tion of 32 giant rollers, each 
weighing 500 pounds. These rollers 
were made from laminating 5.” 
plywood circles. The carpenters 
cut the wheels, drilled holes for 
fastening bolts, then glued the ply- 
wood pieces together. The pieces 
were then put under a five-ton 
pressure. 

The big problem was how to cut 
the plywood into arec-like shapes 
without using an ordinary lathe, 
since the weight of the rollers 
made the use of a high-speed lathe 


out of the question. To answer this 
problem, the mechanics fashioned 
a spinning lathe knife similar to a 
dentist’s drill. As this was spin- 
ning, another motor turned the 
roller slowly and another, syn- 
chronized with the first two, moved 
the cutting tool from left to right 
in an are so to cut the center of 
the roller to the proper shape. 

These rollers were used to run 
back and forth atop the huge 
cables, which support the lifting 
struts, which in turn support the 
weight of the pickup sections of the 
bridge floor. The four wheels used 
with each strut are moved along 
the cables by means of a series of 
suspender cables. 

Engineers said they wanted ply- 
wood instead of steel for the roll- 


WORLD'S LONGEST suspension bridge 
being built across the Straits of Mackinac 
Mich. 


ers because it doesn’t injure the 
galvanized finish on the cables; 
also the wood rollers are less apt 
to slip from side-to-side. 

The four-lane bridge, which will 
open next November, is 8,614 feet 
from anchorage to anchorage. The 
two 552-foot high towers will be 
painted ivory, the remainder of 
the bridge green. 








Trade Mark 


{4 


7 Fe 


Registered 





DOUGLAS FIR 


PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kiins 


ANDERSON, CALIFORNIA 
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WHOLESALER REPORT 





Quality Backed 


ZUBER'S ATLANTA WAREHOUSES occupy 75,000 square feet. Light-colored roof areas 
were added three years ago, also the offices (2,500 sq. ft.), lower right. 


By Service 


How one of the south’s great wholesale organizations uses these 


two guide posts to serve 750 dealers in their area. 


Quality merchandise backed up 
by adequate stocks and prompt de- 
liveries has established the reputa- 
tion of the Zuber Lumber Co., At- 
lanta, Ga., as one of the south’s 
outstanding wholesalers. 

Zuber also claims the honor of 
being the oldest building materials 
distributor in the south (Est. 
1889). It also lays claim to being 
the south’s largest sash and door 
distributor. Altogether the com- 
pany serves about 750 lumber deal- 
ers within 250 miles of Atlanta. 

About 10% of Zuber’s accounts 
are responsible for most of the 
company’s volume. In Atlanta 
alone, there are five large dealers 
whose annual purchases exceed 
those of the 55 small dealers in the 
same area. 
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“But these small dealers are 
very important,” emphasizes Byrd. 
“They’re not price buyers. The big 
dealer demands some sort of dis- 
count, the small dealer doesn’t ex- 
pect one. Moreover, these small 
dealers account for most of the re- 
modeling business while the larger 
dealers concentrate on new con- 
struction.” 

Although 10% of Zuber’s ac- 
counts are responsible for most of 
the company’s volume, about 75% 
of the dealers do business with the 
firm regularly. Why? This is the 
way Bruce Byrd, partner of John 
W. (Bill) Zuber, explains it. 

Zuber’s five outside salesmen 
frequently hold product informa- 
tion meetings for dealer’s person- 
nel in the dealer’s own store. Zuber 


is dinner host to the group after- 
ward. Further emphasizing Zuber’s 
facilities and service is the com- 
pany-made movie now being filmed. 
The film will show scenes from the 
office to the loading dock and will 
eventually be shown to every Zuber 
customer. 

“We’re going to show them the 
automatic nailer, which enables us 
to assemble window frames faster 
and with greater precision. We'll 
show them how we glaze windows, 
how we back-bed sash, how the 
conveyor paint line primes all win- 
dows, jambs and sash and how we 
store and handle millwork. We’ll 
also show our fork lift trucks and 
loading facilities.” 

Zuber’s salesmen are paid on 
commission basis with a different 
percentage for each man depend- 
ing upon his territory. Every effort 
is made to give each man the same 
potential. Each salesman furnishes 
his own car and pays his own ex- 
penses. 
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Some of the plus features .. . 


TELEPHONE ORDER DESK staffed by 
three inside salesmen. Zuber also has five 
outside salesmen. 


ae 


AUTOMATIC NAILING MACHINE used 
to assemble windows does the job quicker, 
easier and with greater precision. 


Consistent promotion keeps the 
Zuber name where it will be seen. 
Direct mail and advertising give- 
aways are used most frequently. A 
planning calendar for suppliers as 
well as dealers has proven popular. 
Each sheet has a two-inch square 
for daily notations. Requests come 
from banks and educational insti- 
tutions for this giveaway. 

Besides the Zuber salesmen (five 
outside and three inside), there 
are 57 other employes. 

“We've always carried quality 
merchandise,” declares Byrd. “If 
your customer is satisfied with 
your materials, it’s hard to take 
him away from you. Second, it 
costs a lot of money to take back 
merchandise. Take back a few 
doors because they’re warped and 
split and you’ve ruined prospective 
sales of hundreds of doors. 

“At the same time, we’re con- 
sidered the highest priced jobber 
in the area—and I suppose we are,” 
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WINDOW JAMBS AND SASHES are 


primed on Zuber conveyorized paint line 
before delivery to dealer. 


LUMBER IS HANDLED and stored in 
strapped bundles in Zuber warehouse. No 
branches yet, but company feels it may be 
forced to add some if freight rates con- 
tinue to rise. 


admits Byrd. “But we've found 
that good merchandise is worth 
the price.” 

The service part of Zuber’s mer- 
chandising program includes sev- 
eral angles. Of prime importance 
are broad and adequate stocks. 
Zuber’s stock ranges from millwork 
to plastic laminates. Prompt deliv- 
eries are also important. Zuber’s 
own trucks make deliveries within 
150 miles of Atlanta. Independent 
truck lines handle deliveries out- 
side this area. These trucks are 
loaded from 3-5 p.m. each day al- 
most guaranteeing delivery within 
24 hours to every customer. 

A complete, easy-to-use product 
catalog is another service feature 
customers like. Manufacturers 
spec sheets are included whenever 
posible. Each sheet has the Zuber 
imprint, of course. If no adequate 
manufacturers’ literature is avail- 
able, Zuber runs off descriptive 
literature on its own four-color 


BRUCE BYRD, partner of John W. Zuber, 
whose father founded the company in 
1889. 


BILLING DEPARTMENT is located in its 


own separate office. 


multilith, Zuber also provides 
photos of window installations, so 
the dealer can show the customer 
how the installed units will look. 





Merchandising 
Wholesalers 


American Lumberman invites 
wholesalers with merchandising 
programs for dealers to submit 
details to our editors. Special 
features are now being published 
describing progressive whole- 
saler operations. 

Wholesalers interested in ex- 
ploring the possibilities of mak- 
ing available a store planning 
service for retail customers are 
urged to write this magazine. 
The keen interest of retailers in 
new and remodeled stores sug- 
gests that wholesalers may play 
a part in our extensive show- 
room program. 














TALK of the INDUSTRY 


CUTAWAY VIEW of new turbine-type 
concrete mixer, showing swiftly rotating 
mixer blades said to make stronger con- 
crete more quickly. 


Mixer Brings Advantages 
to Ready-Mix Plants 


A new mixer, the Smith turbine- 
type, is currently being introduced 
by The T. L. Smith Co., Milwau- 
kee, Wis. The mixer is claimed to 
have a 45-second mixing cycle dur- 
ing which concrete ingredients are 
so thoroughly intermingled that re- 


sulting concrete is considerably 
stronger than that mixed in con- 
ventional five-minute cycle ma- 
chines. 

The new mixer has a doughnut- 
shaped mixing drum. The drive 
motor is located in the center of the 
drum. The drum itself is quite 
different in shape from that of any 
other mixer. This is said to give the 
“live mix” reported. 

Spring-mounted mixer blades are 
positioned to “braid” the ingredi- 
ents at nine feet per second, a 
high speed said to activate the ce- 
ment through a whipping action. 

The mixer is designed for sta- 
tionary use in ready-mix and con- 
crete block plants. However, it can 
be equipped with lifting hook and 
handled by crane, thus becoming 
its own bucket. 

It will fit into existing plants 
with little need for remodeling of 
buildings; the half-yard mixer’s 
overall height is 48”, the one-yard’s 
is 56” and the one and one-half yard 
mixer is 59” high, and weighs 7,750 
pounds in this largest size. The ma- 
chine is claimed to be virtually vi- 
brationless. 








SURE CURE FOR 


SPALLED 
CONCRETE 


Circle No. 28 on Coupon, page 84. 


Appearance is also part of the 
specifications for a concrete 
building. Be sure your buildings 
have a professional finish. Cover 
cracking and spalling perma- 
nently with SuRCO. 


International 
Corporation 

1330 West Peachtree, N.W. 
Atlanta 9, Georgia 


Hear New FHA Plan to 
Finance Home Building 


Plans to help alleviate the tight 
mortgage credit situation and to 
simplify minimum property stand- 
ards were outlined by Neil A. Con- 
nor, Washington, D. C., director of 
the architectural standards division 
of FHA, at the recent semi-annual 
meeting of the National Oak Floor- 
ing Manufacturers’ Assn., Mem- 
phis, Tenn. 

One proposal under considera- 
tion, he said, would involve the sale 
of interest bearing government- 
backed bonds to private investors. 
Funds thus secured would be placed 
in a “pool” to finance construction 
and purchase of new homes. Simpli- 
fication of FHA minimum property 
standards, Connor pointed out, is 
going forward with a view toward 
reducing the present 23 different 
MPS books to a single volume, 
which would apply to all sections 
of the nation. 

Minor changes in the associa- 
tion’s grading rules were adopted 
at the two-day meeting. The revi- 
sions, applying to beech, birch and 
hard maple, conform with recent 
changes made by the Maple Floor- 
ing Manufacturers’ Assn. They pro- 
vide that in the first and second 
grades the allowed proportion of 
2 and 3’ bundles be increased from 
the former limitations of 25% and 
40%, respectively, to 30% and 45%. 
In third grade the allowed propor- 
tion of 114 to 3’ bundles is raised 
from 60% to 65%. 

President W. W. Miller, Jr., vice-president 
and treasurer of Miller Brothers Co., Johnson 
City, Tenn., presided. He was ass'sted by vice- 
president Walter J. Wood, vice-president of 


E. L. Bruce Co., Memphis, and executive vice- 
president Henry H. Willins, Memphis. 


Bergman Elected 
BMEA President 


Arthur W. Bergman, district 
manager, building materials div., 
Johns-Manville Sales Corp., was 
elected president of the Building 
Materials Exhibitors Assn. at its 
17th annual meeting in Chicago re- 
cently. Paul B. Shoemaker, vice- 
president in charge of sales and a 
director of the Masonite Corp., was 
elected vice-president. 

BMEA has as its members 43 
major building material manufac- 
turers who regularly exhibit at 
regional, state and national lumber 
dealer conventions. The association 
is currently sponsoring a “Caravan 
Program,” which takes care of 
transporting, erecting, dismantling 
and refurbishing manufacturer’s 
exhibits, saving time, effort and ex- 
pense for company salesmen who 
formerly took care of these matters. 
BMEA with headquarters in Glen- 
view, Ill., is managed by Richard G. 
Breeden. 
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COMPANIES ANNOUNCE 


A certificate of merit has been awarded to Masonite 
Corp., Chicago, by the American Institute of Architects 
for its new booklet on sidings entitled, “For Modern Ex- 
teriors.” This was the company’s first award in the annual 
building products competition, sponsored jointly by AIA 
and the Producers’ Council, Inc. A copy of the award-win- 
ning booklet may be obtained by writing the Home Service 
Bureau, Suite 2037, 111 W. Washington St., Chicago 2, Ill. 


Andrew D. Schwartz has been named midwest sales 
manager of Pioneer Plastics Corp., Salem, Mass., manu- 
facturer of Pionite high-pressure plastic laminates. 
Schwartz will make his headquarters at Pioneer’s Chicago 
office. 


George J. Macklin has been ap- 
pointed plant manager of Dexter In- 
dustries, Inc., Grand Rapids, Mich., 
producer of residential locks and 
builders hardware. The appointment 
followed the resignation of Gerald L. 
Sittser. Paul H. Grevengoed, manager 
of Dexter’s international div. and 
formerly assistant advertising man- 
ager, has been named advertising 

ye manager and will continue to direct 
Macklin the international div. 


Douglas Whitlock, chairman of the board and general 
counsel of the Structural Clay Products Institute, Wash- 
ington, D. C., was presented with the Indiana University 
Distinguished Alumni Service Award at the University’s 
recent 128th annual commencement in Bloomington. Only 
24 of the University’s 103,000 alumni have been presented 
with this award. The award paid tribute to Whitlock’s 
years of service in the legal profession and in the clay 
industry. 


Consolidation of all sales, advertising and sales promo- 
tion, dealer development and sales relations offices of 
Youngstown Kitchens Div. of American-Standard at the 
firm’s Salem, Ohio, plant, effective Sept. 15, is announced 
by C. D. Alderman, division president. These offices havé 
been located at the division’s Warren, Ohio, plant for 
many years. Alderman said the move is being made in 
order to bring all elements of management into a central 
place. .. . Frank N. Kautzmann, Jr., has been appointed 
advertising and sales promotion manager for Youngstown 
Kitchens. He succeeds John L. Williams, who has resigned 
to join a Pittsburgh advertising agency. 


Plywood Service, Inc., Dillard, Ore., 
announces the appointment of William 
B. Ditto, Jr., as its eastern sales repre- 
sentative. Ditto, who will make his 
headquarters in Manasquan, N. J., will 
represent Plywood Service in 16 east 
coast states. 


Ditto 


The Industrial Truck Div. of Clark Equipment Co., Battle 
Creek, Mich., has promoted L. A. DePolis to the new posi- 
tion of director of sales. He was formerly general sales 
manager. Bert E. Phillips has been named sales manager. 
He was previously assistant sales manager. 


The Aluminum Window Manufacturers Assn. has estab- 
lished its own offices at 45 North Station Plaza, Great 
Neck, L. I., N. Y. Executive vice-president John P. Jansson 
and administrative secretary Edward F. Kelly have made 
the move along with other members of the staff. Herbert 
S. Blake, Jr., legal counsel to the association, is continuing 
to practice from the former AWMA address, 75 West St., 
New York City. 


Parke Enders has been named general manager of Clyde 
Varney Co., Detroit, Mich. Enders was formerly a field 
representative for Washington Steel Products, Inc., Ta- 
coma, Wash. 
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Little Mariner—21’ Day Cruiser 
Courtesy of General Motorboat Company 
Division: Kentucky Forest Products, Inc. 


Wood for Boating 


Boat owners have increased in number by millions. 
These proud, happy millions are learning, in a new 
and thrilling way, the wonders of wood. The inherent 
qualities of the various species used in boat build- 
ing are important to them as they glory in the 
sleek lines, rugged strength and cosy beauty of their 
beloved craft. These enthusiasts constantly make more 
converts to the joy of boat-owning. The tremendous 
new demands for marinas, ramps, boat-houses, floats, 
etc. are all adding to the call for WOOD. 


Are you alert to this striking new development? 
Are you getting your share of the rapidly growing 
wood-for-boating business? 


But the right species of lumber fulfill not only 
boating needs . . . they also meet the needs for homes, 
patios, gardens, play yards, furniture, fences, etc. 
Economically, too! 


Wherever such sales possibilites exist there’s a 
National-American member ready to help you get the 
woods you want. REMEMBER: 


TIMES ARE CONSTANTLY CHANGING...THE 
MEN BEHIND THE SEAL KEEP UP TO DATE 


NPetitelaleL oy Wiilsarecla 


WHOLESALE 


Lumber Association 


3 East 44th Street, New York 17,N. Y. 
1111 Yeon Building, Portland 4, Ore. 


Circle No. 29 on Coupon, page 84. 





Terrazzo Pattern 

Terrazzo is the name of a new style 
just added to the line of Terraflex 
vinyl asbestos tile made by Johns- 
Manville. It is offered in 10 pastel 
colors. Measuring 9” x 9” x 7s”, the 
tile can be used over practically any 
type of sub-floor or on walls if desired. 
Johns-Manville, Dept. AL, 22 E. 40th 
St., New York, N. Y. 

Circle No. 201 on Coupon, page 84. 


Aluminum Combination Door 


A new %” door, known as the Ke- 
wanee Hi-Lite, incorporates outstand- 
ing new features into an economically 
priced, quality aluminum combination 
door. It is available in a wide range of 
sizes from 26 to 36%” widths to height 
dimensions of 72 to 8542”. All sizes 
are based on door size required. Double 
sealed glass and screen inserts held in 
place with six 4%” rivnuts and stain- 
less steel screws. Door comes com- 
plete with three stainless steel hinges 
and necessary rivets and screws. Ke- 
wanee Mfg. Co., Dept. AL, Kewanee, 
Ill. 

Circle No. 202 on Coupon page 84. 


Wail Primer & Sealer 


A new wall primer and sealer made 
with Poly Vinyl Acetate Resin has 
been developed by O’Brien Corp. to 
seal a wide variety of interior wall 
surfaces. Named New Vite, it is said 
to afford exceptional one coat hiding 
and excellent hold out to finishes ap- 
plied over it. It will work equally well 
on newly plastered walls or other 
porous surfaces such as brick, concrete, 
plasterboard or tempered board, maker 
says. Not recommended for direct ap- 
plication over new wood or bare metal. 
O’Brien Corp., Dept. AL, 101 N. John- 
son, South Bend, Ind. 

Circle No. 203 on Coupon, page 84. 


Roll-On Floor Tile Adhesive 


New Roll-On floor tile adhesive is 
said to cover twice as much area as 
trowel-on adhesive. It can be applied 
easily from a standing position. Mil- 
mark Laboratories, div. of Mastic Tile 
Corp. of America, Dept. AL, New- 
burgh, N. Y. 

Circle No. 204 on Coupon, page 84. 


Steel Buildings 

A line of rigid frame straight 
sidewall steel buildings features un- 
obstructed interior, tapered rigid 
frame construction and code-meeting 
strength for wind and snow loads. The 
Inland Straight Sidewall Steel Build- 
ing is available in 40’, 50’ and 60’ 
widths, with length as desired in multi- 
ples of 20’. Structural design and de- 
tails are pre-engineered. Only size, 
arrangement and accessories need be 
specified. Accessories include sliding 
and service doors, pivoted windows, 
louvers, roof ventilators and plastic 
skylights. Inland Steel Products Co., 
Dept. AL, P. O. Box 393, Milwaukee 
1, Wis. 

Circle No. 205 on Coupon. page 84. 


Gold Screen Door Grille 


Made of extruded aluminum strips, 
etched and color anodized in gold, a 
new door grille has a permanent non- 
oxidizing finish which protects it from 
all weather conditions, including salt 
air, manufacturer says. Adjustable 
from 24” to 32” in width, it is 60” high 
and fits all standard screen doors. In 
addition to being ornamental, the 
center bar serves as a stabilizer, which 
gives the grille additional rigidity. 
Designated No. 78G, it is fully as- 
sembled and single packed at the fac- 
tory. National Guard Products, Inc., 
Dept. AL, 540 Jackson Ave., Mem- 
phis, Tenn. 

Circle No. 206 on Coupon. page 84. 
(continued on page 68) 


Awnings & Canopies 


A complete new kd awn- 
ing and canopy line con- 
sists of aluminum brackets 
and Barclite Fibreglas pre- 
cut panels. Westmoreland 
Metal Mfg. Corp., Dept. 
AL, Milnor & Bleigh Sts., 
Philadelphia, Penna. 


Circle No. 207 on Coupon, page 84. 
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Sure-Grip Hammer 


The comfortable perfo- 
rated neoprene grip of 
Sure-Grip hammer is me- 
chanically locked onto the 
steel shaft. Length 12%”, 
four per box. Bridgeport 
Hardware Mfg., Dept. AL, 
Bridgeport, Conn. 


Circle No. 208 on Coupon, page 84. 


Spray Varnish 


Packaged in aerosol con- 
tainers, Super Valspar 
Spray Varnish is available 
in clear gloss and satin- 
finish and in two sizes. The 
Valspar Corp., Dept. AL, 
7 E. Lancaster Ave., Ard- 
more, Penna. 


Circle No. 209 on Coupon, page 84. 


Wall-Hung Vanities 


A new line of wall-hung 
vanities, named Fashion- 
ettes, has a full 12” floor 
clearance, Matching medi- 
cine cabinets available. 
Sani-Top, Inc., Dept. AL, 
4610 §S. Main St., Los 
Angeles 37, Calif. 

Circle No. 210 on Coupon, page 84. 
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WARRANTED 


Newest Ruberoid exclusive! A written wind warranty cov- 
ers Ruberoid Lok-Tab roof shingles against blow offs, 
even in hurricanes and tornados! The secret—hidden tabs 
“lock” bottom edge of 
shingles down. Step up - 

your roof shingle sales NV 
with the distinctive beauty —= 
and warranted protection 
of Ruberoid Lok-Tabs. 
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OK-IAB Asphalt Shingles 


(Pat. No. 2,659,322) 
ASPHALT AND ASBESTOS BUILDING MATERIALS 
For more information about Lok-Tabs, call the man from Ruberoid. 
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Eighth of a Series 


New profits in 
commercial uses of 
fiberglas panels 


Fall is the time of year for 
Alsynite dealers to begin shift- 
ing their heavy selling power 
to the profitable commercial 
market. 

Remodeling trends — both 
interior and exterior—make 
this a rich and relatively 
untapped source of big new 
sales for translucent fiberglas 
panels. 

Alsynite offers dealers an 
array of sales tools to help 
do the job. For example, Idea 
File sheets picture and explain 
attractive commercial installa- 
tions. These “thought starters” 
help channel your prospects’ 
thinking and lead to sales. 

And the Fall issue of 
Alsynite’s Dealer News will 
feature new ways to sell the 
commercial market. If you 
are not already receiving the 
Dealer News, write today for 
your free copy. 


Write for full details 


ALSYNITE COMPANY OF AMERICA 
DEPT.A-8 ¢ 4654 DE SOTO ST 
SAN DIEGO 9, CALIFORNIA 


COPR. 1957 ALSYNITE CO. OF AM. 


Circle No. 62 on Coupon, page 84. 








NEW PRODUCTS 


(begins on page 66) 





Use of Particle Board Grows 


Granite Board, a high quality par- 
ticle board, is primarily used as a 
furniture corestock, but it soon will 
be going into home construction, says 
maker. It is already being used in 
the manufacture of kitchen cabinets, 
sink tops, vanitories and floor under- 
layment as well as other prefabricated 
and built-in features. Its use as sheath- 
ing and roof boards is being investi- 
gated. Granite Board’s_ versatility, 
durability and attractive appearance 
make it a popular design material for 
architects in the planning of modern 
homes and building. Structural Prod- 
ucts Div., National Starch Products, 
Inc., Dept. AL, 270 Madison Ave., 
New York 17, N. Y 

Circle No. 211 on Coupon, page 84. 


Packaged Aftti-C-ooler 
Controlled attic ventilation complete 
in one package has been developed to 
give a properly balanced intake and 
exhaust system of ventilation for fast 
movement of air during hot summer 
and a slow breathing action through- 
out the winter. The complete system 
can be had in different sizes. Each 
package contains the proper number 
of Cornice Vents to give the amount 
of air needed at the intake. The entire 
exhaust unit and shutter are assem- 
bled, attached to supporting member 
with proper spacing, ready to be fas- 
tened. Outside framework and flash- 
ing is made of aluminum. Damp-Vent 
Co., Dept. AL, Bettendorf, Iowa. 
Circle No. 212 on Coupon, page 84. 


Engineering Film 

A new line of photographic prod- 
ucts, Cronaflex engineering reproduc- 
tion films, use a durable and dimen- 
sionally stable polyester photographic 
film base. Included are contact film, 
projection film and direct positive film, 
an intermediate between original 
drawing and paper or cloth reproduc- 
tion. These films take pencil, ink, 
eradication and ferricyanide etching. 
Manufacturer claims the films allow 
sharper reproduction than acetate 
films and reproduction cloth because 
of the thinness of the base, dry faster 
and flatter and do not register kink 
marks in the reproductions. Photo- 
graphic Products Dept., E. I. DuPont 
de Nemours & Co., Dept. AL, Wilming- 
ton, Del. 

Circle No. 213 on Coupon, page 84 


Parquet Linoleum Tile 


Parquet, a new effect in Armstrong 
Cork Company’s linoleum tile, is avail- 
able in a diagonally grained 9” x 9” 
tile, which may be installed in a wide 
variety of custom effects, such as the 
mitered block design shown above 
(left). Shown above (right) in light, 
medium and dark redwood, the new 
6” x 12” tiles also come in light, 
medium and dark shades of maple. In 
addition to the herringbone pattern 
shown, the rectangular tile may be 
installed in plank, stripe, ashlar and 
other custom flooring designs. Arm- 
strong Cork Co., Dept. AL, Lancaster, 
Perna. 

Circle No. 214 on Coupon, page 84. 





King-Size Hammer 

A new sheathing and framing ham- 
mer, called King-Size, has an extra- 
long overall length of 15%” and a 
20-ounce head. Its King-Size length 
gives extra power, extra reach and 
extra leverage. In roofing, framing, 
or in laying the sub-flooring, this ham- 
mer will make the operation easier and 
quicker,*says maker. The extra length 
makes ripping forms and pulling nails 
easier; claws are designed to give a 
firm and positive grip on the nail. 
Estwing Mfg. Co., Dept. AL, Rockford, 
Ill. 

Circle No. 215 on Coupon, page 84. 
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Picnic Tables 


A new Quik-Fold picnic table has 
walk-in ends, folds to move indoors 
and slides on ski-type legs. The frame 
is of 1%” 16-gauge steel tubing, fin- 
ished green, and all hardware galvan- 
ized. Wood seats and tops are 70” 
long, predrilled and prefinished red- 
wood color. Available as complete ta- 
bles, or as frames only ready to re- 
ceive wood. Belson Mfg. Co., Dept. 
AL, East River Road, North Aurora, 
Ill. 

Circle No. 216 on Coupon, page 84, 





Garage Door Opener Kit 


A do-it-yourself automatic garage 
door opener kit is announced. Operat- 
ing on a 110 Volt household current, 
the Victor automatic electric garage 
door opener works on all types of resi- 
dential overhead garage doors and can 
easily be installed by anyone, it is said. 
The kit includes an outdoor key switch, 
an indoor pushbutton switch, the auto- 
matic door opener mechanism, a three- 
year guarantee and _ easy-to-under- 
stand installation instructions. Yon- 
kers Industries, Inc., Dept. J-AL, 28 
School St., Yonkers, N. Y. 

Circle No. 217 on Coupon, page 84. 


Glass Fiber Home Insulation 


A foilbacked glass fiber blanket in- 
sulation as a companion product to its 
long established loose-fill vermiculite 
is announced by the manufacturer. To 
be known as Zonolite Glass Fiber Home 
Insulation, the new product is avail- 
able in three thicknesses—standard, 
medium and full-thick. It consists of 
superfine fibers with aluminum foil 
vapor barrier backing on one side, 
packed four rolls to a bag, with cover- 
age and length of rolls dependent on 
the thickness. Zonolite Co., Dept. AL, 
135 S. La Salle St., Chicago 3, III. 

Circle No. 218 on Coupon, page 84. 
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24-Inch Riding Mower 

A new riding rotary power lawn 
mower has automotive-type steering 
and shifting controls and the Bolens 
Versa-Matic drive. This permits shift- 
ing the mower while in motion into 
any of six forward speeds without 
stopping, clutching or braking. The 
one-lever shift control is mounted on 
the steering column. Speed of the 
mower blade is constant. Cutting 
height can be adjusted from 1%” to 
3%”. The blade cuts a 24” swath. 
Clutch lever and safety brake control 
permit de-clutching the blade while 
other attachments are used. Power is 
given by an air-cooled 34%4HP 4-cycle 
engine which operates at constant 
speed. Bolens Products Div., Food 


Machinery & Chemical Corp., Dept. 


AL, Port Washington, Wis. 


Circle No. 219 on Coupon. page 84. 
(continued on next page) 


with Jeigh Auperial 


AWNINGS ann CANOPIES 


| and Leigh Imperials mean fast, profitable 
| sales. Shoppers become buyers when you 
tell ‘em the Leigh price — so low it melts 
all sales resistance. And Leigh awnings are 
| packaged — easy to stock, sell and install. 


| They come in the right styles, sizes and 
colors for every installation — from small 
home windows to huge store fronts. But 
just a few popular sizes — a very modest 
investment—can put you in the profitable 
metal awning business, right now. 


see your favorite jobber or write 





Beb-Ucr 


DOOR CANOPY 


Here's a fast-selling 
metal door canopy at 
the lowest price of all. 
A one-piece unit anyone 
can install in just minutes! 
Same superior quality 
and styling that makes 
Leigh Imperials the finest 
you can sell. 








BUILDING PRODUCTS DIVISION 


Air Control Products, Inc. 


1857 Lee St. 


Coopersville, Michigan 


Circle No. 31 on Coupon, page 84 
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window, instead of four separate bal- 
ance installations. Caldwell Mfg. Co., 
Dept. AL, 64 Commercial St., Ro- 
chester 14, N. Y 

Circle No. 221 on Coupon, page 84. 
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Paint-Spray Nozzle 
A novel paint-spray nozzle makes 
the trend toward multicolor, textured 


i MANUFACTURERS 
| WHOLESALERS 

“splatter patterns” possible with or- 
dinary spray-pack enamels. The spe- 


Hi . ry a 3 . 
NJ I Es cially designed nozzle attaches in a 
Hee jiffy to Seymour’s 6, 11 or 16-ounce 
: : aerosol cans of enamel, available in 
oH 23 colors. The splatter technique is 
f accomplished by applying base color 
PONDEROSA i from regular aerosol can, using con- 
ventional nozzle; allowing base coat 
PINE to become tacky, and applying 
; “splatter” coat with new nozzle at- 
i tached to can, standing four feet or 
more away from subject. Seymour of 


Sycamore, Dept. AL, Sycamore, III. 
Circle No. 220 on Coupon, page 84. 





and allied species 


LUMBER 
* MOULDINGS 
MILLWORK 


Schil-Dilly Nailer 

A new, revolutionary nailer, called 

Flat Overhead Sash Balance the Schil-Dilly, easily drives nails 
The F-O-H is a revolutionary depart- where a hammer can’t go, says maker. 


REPRESENTING: 


e@ White Swan Lumber Co. 
White Swan, Washington 


ure in clock-spring type sash balances, 
says maker. Built-in locking device 
provides easy sash removal for “take- 
out” windows. Flat, overhead design 
eliminates need for allowing extra 
head room, it is said. At the same 
time, the F-O-H still provides the 
overhead balance advantage of per- 
mitting modern, narrow mullion in 


An ingenious clip holds nail in exact 
position. Each stroke is controlled. 
Permits driving brads, nails or spikes 
in exact location, it is said. Featuring 
all-steel construction, the Schil-Dilly 
Nailer is available in three different 
sizes: standard, professional and 
heavy duty. Schil-Hall Tool & Mfg. 
Co., Inc., Dept. AL, 1621 Milwaukee 


multiple openings. Twin drum housing Ave., Chicago 47, II. 


@ Heppner Pine Mills, Inc. 1 L 
requires only two balance units per Circle No. 222 on Coupon, page 84. 


Heppner, Oregon 





e High Sierra Pine Mills, Inc 
Oroville, California 
MOULDING PLANTS AT: 
@ Klamath Falls, Oregon 

@ Redding, California 


ja ae al | 


9:08. Me) wp 2 ( o) >F 
855 Santa Cruz Avenue i 
Menlo Park, California 


Teletype: 
Palo Alto, 
Calif., 104 


_— 1 | 


Quality Merchandise 
Personalized Service 


What's Your Answer? 
(Answers on page 79) 


What particular job did an Indiana dealer handle in the construction 
of the world’s longest suspension bridge across Mackinac (Mich.) 
Straits? 

Name the materials handling equipment which helps the Barberton 
Wholesale Lumber Co. make good on its slogan, “Fastest Wholesale 
Lumber Service in Ohio.” 

What step can you take to protect your customers against home 
racketeers? 

How can you boost your sales with “Operation Reinsulation? 
Why does A. J. Holdorf believe that it’s best for lumbermen to an- 
nounce their own TV commercials? 

What is the secret behind a written wind warranty, 
Ruberoid roof shingles against blowoffs? 

Give four reasons why resilient flocr coverings are good business 
for you. 

What sales aid will enable you to show homeowners how they can 
have white concrete around the home? 

What three sources of information help a Massachusetts dealer keep 


i i tab on suppliers? 
if AHH fi . Name four uses by every customer you have for Sterling Halite Melt- 
ip ing Crystals when there’s snow and ice on the groun]? 


Circle No. 63 on Coupon, page 84. 


Phone: 
Davenport 3-0004 
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Chromatone Hammer Finish 
A new line of aerosol spray finishes 
dry odor-free in minutes with a ham- 
mered effect similar to baked factory 
finishes. The hammer finish is created 
by a chemical action resulting from 
air exposure and forms a hard, high- 
gloss protective finish. Available in 
copper, silver, blue, green and gray, 
the hammer finish may be used deco- 
ratively on metal furniture, appliances, 
bicycles, shop tools, toys, tackle and 
tool boxes, etc. Alumatone Corp., 
Dept. AL, 1523 Grande Vista Ave., Los 
Angeles 23, Calif. 
Circle No. 223 on Coupon. page 84. 


Packaged Door Canopy 

Named the Regency, the new Leigh 
door canopy is of the marquee type, 
with the popular flat roof. Packaged as 
a kd unit, the new Regency comes in 
two widths, 48” and 54”, both pro- 
jecting 40” to give ample protection 
to both doorway and_ steps. Con- 
structed of heavy-gauge, zinc-coated 
steel that has been especially treated 
for superior paint adhesion, it is avail- 
able in two-color combinations of red 
and white, green and white and blue 
and white. Leigh Building Products 
Div., Air Control Products, Inc., Dept. 
AL, Coopersville, Mich. 

Circle No. 224 on Coupon, page 84. 


Vinyl Floor Tile 


A new vinyl floor tile, the Pom- 
peiian, has a marble texture with the 
deep dimension of marble. It is avail- 
able in two types of surface markings. 
One has subtle tracings of an indefi- 
nite pattern. The other has a stronger, 
closer pattern. The latter is known as 
crushed marble. Four pattern and 
color combinations are available in 
each type. These range from near- 
white to gold and brown tones. It is 
made in %” gauge in sizes 9”x9”, 
9”x18”, 9”x24” and in various combi- 
nations of sizes up to 36”x36”, It is 
made with plain backing for standard 
installation or with the new Peel ’N 
Stick backing. Robbins Floor Products, 
Inc., Dept. AL, Tuscumbia, Ala. 

Circle No. 225 on Coupon, page 84. 
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Solid Core Folding Door 


A new solid core folding door is 
called the “Wal-Dor.” It has a 
core said to reduce sound transmission. 
The unit is sold with interchangeable 
10-gauge vinyl covers in each of three 
colors. User can redecorate by pur- 
chasing a replacement cover in the 
desired shade. Door slides on nylon 
wheels in a steel track. Vinyl bumper 
runs entire length of door. Security 
latch is provided. Available in 80” 
length and in four standard widths up 
to 48”. Doors may be shortened if de- 
sired. Closure Sales Corp., Dept. AL, 
533 E. Forest Ave., Detroit 1, Mich. 

Circle No. 226 on Coupon. page 84. 
(continued on next page) 


Makes TW&J 
A Dependable 
Source of 
Well Manufactured, 
Seasoned and Graded 
Lumber and 
Lumber Products 


* Mr. Q.C.(Quality Control) is our name 


for Lee Moffett one of the best informed 
Quality Control men in the lumber 
industry. By rigid inspection of mill 
production, grading and shipping 
TW&J assures customers uniform 
quality in lumber and lumber products. 


In Addition 


TW&J's BALANCED LUMBER SERVICE 
includes the procurement and distribution 
of all West Coast lumber products to give 
the trade true ONE CALL service. 


Tar Ter. WEBSTER & JouNnson. ING. 


P.O. BOX 3498 
San Francisco 19, California Wea) 
PRospect 6-4200 Teletype SF 211 


Circle No. 32 on Coupon, page 84. 
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Plastic Caps Add Color 

Plastic caps that will give a touch of color to exposed 
ends of “Peg-Board”’ fixtures now are available. They come 
in packages of 100 and may be obtained in black, red, tur- 
quoise and white, for either %” or 4” fixtures. Six new 
fixtures are also announced: Shoe holder, single tool holder, 
multiple (six-place) tool holder, %” and 4” shelf brackets 
with lip to hold shelf securely and three sizes of spring clip 
tool holders. B. B. Butler Mfg. Co., div. of Masonite Corp., 
Dept. AL, 111 W. Washington St., Chicago 2, III. 

Circle No. 227 on Coupon, page 84. 


Formica Colorgrains 

Colorgrains, a new concept in laminated plastics, have 
been introduced into the Formica Sunrise color line. The 
Colorgrains have been designed by Raymond Loewy Asso- 
ciates to keep pace with the growing trend of tinting wood 
without obscuring the detail of the grain. Formica Color- 
grains are available in four colors: blue, yellow, coral and 
gray. The Formica Sunrise line now contains 71 colors and 
patterns. Formica Corp., Dept. AL, 4614 Spring Grove 
Ave., Cincinnati 32, Ohio. 


Circle No. 228 on Coupon, page 84. 


CareySpun Rockwool 

A new home insulation material known as CareySpun 
Rockwool is lighter and longer-fibered, resulting in blankets 
of greater resiliency and greatly reduced density. Carey- 
Spun is said to save homeowners as much as 30% in fuel 
bills and keep homes 15% cooler in summer without air con- 
ditioning. It will save on air conditioning also by enabling 
homeowners to install smaller-capacity units. The Philip 
Carey Mfg. Co., Dept. AL, Lockland, Cincinnati 15, Ohio. 

Circle No. 230 on Coupon, page 84. 


"Tape with a Memory" 

To provide better, quicker and easier finishing of drywal] 
installations, U. S. Gypsum is introducing a new Perf-A- 
Tape reinforcement with an invisible crease down the cen- 
ter. Called “The Tape with a Memory,” because it always 
remembers where to crease, this new Easy-Fold type re- 
tains all of the present advantages of Perf-A-Tape, too. It 
is spark perforated to eliminate blisters and it has cham- 
fered edges on both sides to minimize edge cracking and 
provide a better bond. Available in 500, 250 and 60’ rolls. 
U. S. Gypsum Co., Dept. AL, 300 W. Adams St., Chicago 
6, Ill. 

Circle No. 231 on Coupon. page 84. 


Cast Aluminum Flamingos 

Flamingos made of durable cast aluminum are announced 
by Tennessee Fabricating Co. Furnished with black 
wrought iron legs, they stand 31”, 36” and 41” high (avail- 
able in small, medium and large sizes) and they’re sold in 
pairs—one with head up, one with head down. Finished in 
a brilliant pink with red, black and white markings, the 
flamingos catch the eye with favorable response in any 
yard or garden. Tennessee Fabricating Co., Dept. AL, 1490 
Grimes, Memphis, Tenn. 

Circle No. 232 on Coupon, page 84. 


Building Insulation 

A new, lighter and more compact residential building 
insulation, manufactured without breather paper, is an- 
nounced. The product, known as Fiberglas New Process 
Building Insulation, is the result of several years of re- 
search and development and is manufactured by a new 
glass forming process. The product includes only one layer 
of paper, the vapor barrier. The breather paper has been 
eliminated as the insulation does not need this support. 
Owens-Corning Fiberglas Corp., Dept. AL, National Bank 
Bldg., Toledo 1, Ohio. 

Circle No. 233 on Coupon, page 84. 


(continued on page 79) 





























Mac’s rolling in the stuff — since he started 
suggesting “Scorcn” Brand Masking Tape 
with every paint sale! 
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Circle No. 33 on Coupon, page 84. 








Ww. C. D. 


Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 





Air-dried QUALITY LUMBER Kiln-dried 


Circle No. 34 on Coupon, page 84, 
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NOW NATIONALLY ADVERTISED IN FULL COLOR! 


SIMPSON FIR 
PLY WEAVE 


Dramatic full-color reproduction of 
this illustration and others will pro- 
mote Simpson Fir Plyweave for you 
in full-page ads in August issues of 
America’s two greatest home mag- 
azines — Better Homes & Gardens 
and Saturday Evening Post—reaching 
over 10 million potential customers! 

Plyweave’s tremendous popularity 
makes it a fast mover. It is not only 
beautiful . . . it is also rugged enough 
to take the wear-and-tear of areas 
like family rooms and boys’ and girls’ 
rooms and heavy traffic areas. 

Cash in on this great Fir Plyweave 
promotion appearing in consumer, 
architect and builder magazines. Make 
sure you have plenty of fir and red- 
wood Plyweave on hand when the 
promotion breaks, and make full use 
of the sales-making Fir Plyweave dis- 
play kit which Simpson provides. 
Order Simpson Plyweave now! 


You can also rely on Simpson for 
Acoustical, Insulating Board and Hard- 
board Products, plus a complete line 
of specialty plywood and doors. 


This section of Plyweave shows 
the deeply-embossed pattern. 


> 


$4 & 
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Simpson Logging Company, Sales Office, | 
Plywood & Doors, Room 702-A | 
2301 N. Columbia Bivd., Portland 17, Oregon ; 
FREE Plyweave sample together with Simpson's new 36-page booklet. “Manual on Finishing | 
Plywood” has 68 full-color finish illustrations plus decorating ideas and suggestions for the use I 
of plywood in the home. t 
I 
L 
| 
| 
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NAME 





ADDRESS 


CITY ZONE STATE 
PLEASE PRINT PD-72 


S codienatiieedtianntinentiometitenstiamtientiaant=n] 





PLYWOOD & DOOR PRODUCTS | 
Regional Offices in New York, Cleveland, Chicago, Denver, 
Minneapolis, Memphis, Dallas, Los Angeles, Portland, Seattle. L 
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PONDEROSA 
PINE 


DOUGLAS 
FIR 


WHITE FIR 


and remember 


ELLINGSON 


has been a reliable 
source of supply for 


67 YEARS 


Tell us your needs. 


“ELLINGSON 


LUMBER COMPANY 


Klamath Falls, Oregon 
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Vaco Tool Kits Parts 


Designated as No. AZ614, Vaco’s 
interchangeable tool kit components 
counter display box is made of heavy 
cardboard, 18%” x 9” and 2%” deep. 
In use, the lid is lifted, cleverly open- 
ing out into a back display panel 21” 
wide x 10” high. The display box is 
divided into 16 separate sections; each 
section contains 6 each of 16 individual 
components, including a complete range 
of Vaco handles and blades, enabling 
the customer to custom-build his own 
kit, add to his present kit or replace 
missing parts. Vaco Products Co., Dept. 
AL, 317 E. Ontario St., Chicago 11, 
Ill. 

Circle No. 234 on Coupon, page 84. 


Seal-Kote Liquid Plastic 

Easily assembled for either window 
or counter use, a new display features 
typical Seal-Kote interior and exterior 
applications. In addition, it holds three 
quart containers and samples of var- 
ious building materials coated with 
Seal-Kote. Additional space is provided 
for a supply of color cards. Seal-Kote, 
Inc., Dept. AL, Wooster, Ohio. 

Circle No. 235 on Coupon, page 84. 


"Wood: Colors and Kinds" 


The age-old problem of identifying 
different kinds of wood is vastly sim- 
plified by a new handbook containing 
full-color, natural-size photographs of 
32 common United States woods, repre- 
senting more than 60 American species, 
widely used for building construction, 
furniture, etc. Simple, non-technical 


descriptions tell how to distinguish 
each species by color, grain markings 
and other characteristics easily seen in 
the photographs. Entitled ‘‘Wood: 
Colors and Kinds,” it was prepared at 
the U. S. Forest Products Laboratory 
in Madison, Wis., and is available for 
50¢ as Agricultural Handbook 101 from 
the Superintendent of Documents, 
Government Printing Office, Washing- 
ton 25, D. C. 
Circle No. 236 on Coupon. page 84. 
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Appeals to the Handyman 

A livhtweight, portable V-rack for 
displaying short panel lengths of 
Steplap and corrugated Alsynite is 
designed to step up sales among handy- 
men. Helpful, take-away booklets are 
mounted in a pocket on the rack within 
easy fingertip range. An eye-catching, 
15” x 30” metal authorized dealer sign, 
imprinted in red and black on a white 
background and featuring a_ typical 
patio, is available. Alsynite Co. of 
America, Dept. AL, 4654 De Soto St., 
San Diego, Calif. 

Circle No. 237 on Coupon, page 84. 
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Expands Met-L-Namel Line 


To fill the gap for a good quality 
do-it-yourself paint in a size smaller 
than 1% pint, the manufacturer is offer- 
ing a premium grade alkyd enamel in 
handy 35¢ screw-cap 2-ounce jars. The 
maker selected eight of the largest 
selling basic colors and added them 
to its regular Met-L-Namel line of 
metallic finishes. A new chipboard 
display box is available for these eight 
colors; also a heavy gauge steel dis- 
play rack, 14” x 16”, which holds five 
jars each of the 16 Met-L-Namel colors 
(8 of the new enamels and 8 of the 
regular metallics). Illinois Bronze 
Powder Co., Dept. AL, 2023 S. Clark 
St., Chicago 16, Ill. 

Circle No. 238 on Coupon, page 84. 
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Introduce Two Futura Lines 


Two new handsomely finished, com- 
pact and space-saving cabinet hard- 
ware merchandisers display the new 
Futura lines of cabinet hardware. One 
board is finished in natural wood and 
displays the knobs, pulls and back- 
plates in the various finishes. The other 
is finished in two pleasing shades of 
gray and shows the Futura brass and 
black combination cabinet hardware. 
Both are suited for counters, windows 
or walls. Penn-Akron Hardware Corp., 
Dept. AL, Woodside 77, N. Y. 

Circle No. 239 on Coupon, page 84. 
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New Package & New Display 
Each M-D Midget Level is now skin- 
packed to a card, a new packaging 
method whereby the level is completely 
covered by a transparent vinyl] plastic 
that conforms to every contour and 
also fastens the level firmly to the 
small card. To open the package the 
customer merely peels off the skin 
of plastic. Also announced is a new 
display for M-D Midget Levels, which 
is a self-service, double-faced card 
attractively printed in yellow and 
black. The card is slotted on each side 
to hold six individually skin-packed 
levels. Macklanburg-Duncan Co., Dept. 
AL, Box 1197, Oklahoma City 1, Okla. 
Circle No. 240 on Coupon, page 84. 


Projects for the Handyman 


- Colorful 1958 calendars on the backs 
of which are printed a dozen weekend 
projects for the handyman are an- 
nounced. The do-it-yourself plans, de- 
signed to promote the sales of Presd- 
wood and other materials, are complete 
in detail, diagram and _ illustration. 
Last year’s subscribers to the calendar 
program are being given first oppor- 
tunity to repeat for the 1958 distribu- 
tion. Then orders will be filled in the 
order received from the various trad- 
ing areas. Masonite Corp., Dept. AL, 
111 W. Washington St., Chicago 2, IIl. 
Circle No. 257 on Coupon, page 84, 
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¥ Medium Reinforced and Creped 
) ... for relatively short term storage 


Tough, Duplex Creped Kraft with “controlled pattern’ re- 
inforcing and flexible asphalt laminant. Folds without cracking 
and is highly impervious to moisture. Ideal for low cost, on- 
the-iob protection or short-term yard storage. 





Super-Reinforced Grade 
... for intermediate term storage 


Super strength Kraft with finer mesh “controlled pattern” re- 
inforcing and flexible asphalt laminant. Wet strength treat- 
ment reduces shrinkage damages. Excellent for intermediate 
storage — it's about twice as serviceable as grade 1 above. 








) Super-Reinforced - Poly Coated 
v, ... for long term storage 
Top grade, identical in make-up to grade 2 above — PLUS, 
a coating of Black Polyethylene which adds overall strength 
and substantially increases wrapper’s longevity by highly re- 
sisting damaging sun. Ideal for long term storage. 
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@ There’s no need to invest more than 
necessary to get the protection you 
need from lumber wraps. Choose the 
Thilco “Job Rated” grade that best fits 
your needs and save money! You'll find 
all three grades excellent in strength, 


Write for FREE 
sample kit. It tells 
how to wrap — 
contains quick 
reference unit 
wrapping 

charts. 


Functional Faferts FOR PROTECTION THAT COUNTS! 


gy 


NEW YORK @® CHICAGO 
DETROIT © CINCINNATI 


Sperone! 


flexibility, moisture resistance and easy 
to handle and apply without scoring or 
cracking — All ‘Job Rated’’ to keep 
lumber bright, clean and dry — free 
from blue rot and discoloration. Check 
the grades you need. Your inquiry will 
bring a prompt reply on where to get it. 


Circle No. 36 on Coupon, page 84. 





Exclusive quiet, level-ride cab 





One of 9 reasons why you'll find 


International Trucks 
cost least to own! 


INTERNATIONAL Cabs give you the gest windshields in their class. 
smoothest, quietest and most level 
ride you can get in any truck! Longer 
life, too, with 5-point cab mountings 
that eliminate transmission of de- 
structive stresses and strains to the 


cab and other sheet metal. 


And more savings are yours be- 
cause INTERNATIONAL Trucks cost 
least to own over the years. This has 
been proved* by economy-minded 
fleet operators from coast to coast. 
Why not take your cue from the men 
who know truck costs to the penny? 
Make your next truck an INTER- 
NATIONAL. 


*Signed statements in our files, from fleet opera- 
tors throughout the U.S., back up this statement. 


You get greater safety, convenience 
and comfort. For example—new 
Golden Anniversary models have the 
widest seats, roomiest cabs and big- 


INTERNATIONAL HARVESTER CoMPANY, CHICAGO 
Motor Trucks « Crawler Tractors 
Construction Equipment *« McCormick® 
Farm Equipment and Farmall® Tractors 


4 Greater cab comfort and longer life. @ Extra convenience and safety. Full @ 25% less pedal pressure to make driv- 


Quiet, level ride without transmitting 
stress to cab, fenders, hood or radiator. It’s 
the result of wide spaced, rear-shackled 
type cab mounting plus INTERNATIONAL 
5-point rubber-insulated suspension. 


4 True geometric steering with cam and 


roller-mounted twin lever gears on every 
model. Controls are mounted forward of 
the front axle for safer, easier handling 
and greater maneuverability. Factory- 
installed power steering optional. 


sweep-around windshield without project- 
ing into door openings (see arrow). Easy, 
convenient entry and exit. No dangerous 
distortion. Corner posts are the narrowest 
in the automotive industry. 


5 INTERNATIONAL frames are strong 


and durable with deep channel side rails 
and sturdy crossmembers. Non-crystalliz- 
ing, cold squeezed rivets are used for 
extra strength and life. Inverted L-type 
reinforcements provide full-load support. 


ing an INTERNATIONAL Truck a lot easier. 
=xclusive clutch design with roller- 
mounted release fingers. Engagement is 
smoother. Big lining area and minimum 
linkage save maintenance time and cost. 


6 Wide, long and strong springs cushion 


the load and driver against jarring road 
shocks... provide better load support and 
longer life. Rear-shackled front springs in- 
crease stability and life. Shock absorbers 
available on most models. 
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One of the new Action-Styled Golden Anniversary INTER- 
NATIONAL ‘Trucks with more powerful engines in every 
model. You get lively performance, greater economy and 
traditional INTERNATIONAL dependability. Safer, more 


mee} 


comfortable driving and easier riding, too. This is a typi- 
cal example of the 41 conventional, 4-wheel trucks offered 
in the 9,000 to 30,000 Ibs. GVW range. Complete selection 
of equipment available to fit every job requirement. 


7 Safer, longer lasting brakes on all new §& More usable power and greater econ- 9 World’s most complete line. There is 


A-Line models. Easy-to-service, under- 


omy. Increased performance and effi- 


an INTERNATIONAL “tailor-made” for every 
job, half-tonners to 96,000 pounders 


hood master cylinder. Larger boosters, 
bigger wheel cylinders or increased lining 
area for easier braking and longer life. 
Air brakes standard on larger models. 
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ciency with new economy-proved engines 
in every new Golden Anniversary model. 
Other dependable power plants include 
V-8’s, sixes and diesels — up to 257 hp. 


Choice of 4-wheel, 6-wheel and all-wheel- 
drive models, conventional and COE de 
sign, Every one built to cost least to own 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities .. . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 


WALES LUMBER 60. 


OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


HALLINAN LUMBER CO. 


628 S. W. Harrison St. Portiand 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CApitel 8-9236 Teletype PD 457 
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Two-Section Car Puller 


The new Ehrsam Car Puller is de- 
signed for the handling and spotting 
of all types of freight cars on rail- 
way spurs and sidings. Mounted on a 
rigid non-deflecting, semi-steel cast 
base, it will be shipped in two sections. 
One section will contain the pulling 
drum, complete with throw-out jaw 
clutch, bearings and gear. The other 
will be the drive unit, consisting of 
motor, torque converter, worm gear 
reducer and pinion gear. Only a few 
bolts, joining the two sections are 
required for installation. The J. B. 
Ehrsam & Sons Mfg. Co., Dept. AL, 
Enterprise, Kans. 

Circle No. 24] on Coupon, page 84. 
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Overhead Guard Attachment 


Quick access to the engine is per- 
mitted by a spring-loaded overhead 
guard introduced by the manufacturer’s 
Industrial Truck Div. for its Clarklift 
line of fork trucks. Rear support of 
the guard is a spring-loaded strut that 
swings up and out of the way, provid- 
ing room for the hood to be tilted 
back during engine maintenance. Easy 
removal of the Clarklift hook-type 
counterweight also is provided. Front 
supports are bolted to the fork truck 
chassis. Industrial Truck Div., Clark 
Equipment Co., Dept. AL, Battle Creek, 
Mich. 

Circle No. 242 on Coupon, page 84. 


Giant Utility Hoist 


One man can lift or load 2,000 
pounds with the hydraulic Giant Utility 
Hoist safely, easily and fast, maker 
says. It is adaptable to your present 
hydraulic power system now servicing 
other equipment on your truck. Its 
8’ boom when extended makes the 
Giant ideal for trucks and loading 


docks that handle large, bulky items. 
The Giant is also available in 6 or 12 
volt battery operation. Only one battery 
cable to present truck battery is re- 
quired. A single hand lever controls 
either raising or lowering of tele- 
scopic boom on both models. Unit Mfg. 
Co., Dept. AL, 18 West 26th St., Min- 
neapolis 4, Minn. 
Circle No. 243 on Coupon, page 84. 


Air-Powered Stretcher 


The new Model WN-114 air-powered 
Stretcher easily tensions 14” heavy- 
duty steel strapping, says maker. It 
speeds strapping operations by doing 
away with slow tensioning by hand. 
The air pressure may be set to give 
just the right amount of tension for 
any strapping operation. Special fea- 
tures of the tool include a handy cut- 
ter attachment that quickly cuts off 
excess steel strapping and a rolling 
gripper, designed for long service, that 
makes it easy to disengage the strap- 
ping. Signode Steel Strapping Co., 
Dept. AL, 2600 North Western Ave., 
Chicago 47, Ill. 

Circle No. 244 on Coupon, page 84. 











Showcase with Eye-Appeal 


Ideal for use by dealers in display- 
ing builders’ hardware or housewares, 
etc., in an eye-catching manner, this 
new showcase is offered in natural oak 
finish with black baseboard and oak 
panel sliding doors. The showcase fea- 
tures one 8” and one 10” adjustable 
glass shelves, It has a 24” high glass 
front and ends and is 38” high over- 
all, 20” wide and is available in 48” 
and 70” lengths. W. C. Heller & Co., 
Dept. AL, Montpelier, Ohio. 

Circle No. 245 on Coupon, page 84. 
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Celo-Seal Shingle 

A new self-sealing, hur- 
ricane-resistant shingle, 
called Celo-Seal, features 
an adhesive “dash-strip” 
across the granule face. 
The Celotex Corp., Dept. 
Al, 120 S. LaSalle St., Chi- 
cago, Ill. 


Circle No. 246 on Coupon, page 84. 
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Weather Stripping 
Made of rigid vinyl and 
flexible vinyl seal, Vinl- 
Stop is said to seal out 
rain, drafts, insects, com- 
pletely around the door. 
Can be painted. Duraflex 
Co., Dept. AL, 3500 N. W. 
52nd St., Miami, Fla. 


New Glove Lines 

Two utility gloves, a 
driver’s glove and a work 
glove feature Mighty-Dot, 
a new fabric development 
said to give a safer, non- 
slip grip. Riegel Textile 
Corp., Dept. AL, 260 Madi- 
son Ave., New York, N. Y. 


Circle No. 247 on Coupon, page 84. 


Yale Lockset 

New screen door Lock- 
set No. 25 is designed for 
the do-it-yourselfer, re- 
quiring the boring of a 
single hole for installation. 
Yale & Towne Mfg. Co., 
Dept. AL, Chrysler Bldg., 
New York 17, N. Y 
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What's Your Answer? 
(Questions on page 70) 


The fabrication of special 500-pound plywood rollers. 
See article, page 61. 

Baker Traveloader. See ad, page 3. 

Ask your local newspaper to use the story on page 49 
as a public service to its readers. 

Send for complete kit on giant “Operation Reinsula- 
tion” program and details on free tie-in sales aids. 
See ad, page 35. 

You are more at home with the products and services 
you are selling than anyone else. See article, page 86. 
Hidden tabs “lock” bottom edge of shingles down. 
See ad, page 67. 

(1) You can offer price appeal or quality appeal, 
(2) the wide range of types available gives you a 
chance to sell on every job, (3) your gross and net 
profits and inventory turnover are excellent and (4) 
allied materials naturally become a part of the sale. 
See article, page 30. 

A new do-it-yourself booklet offered by Trinity White 
Cement. See ad, inside front cover. 

(1) A product notebook, (2) a source notebook and 
(3) a price list folder. See article, page 42. 

(1) Driveways, (2) walks, (3) steps and (4) a bag 
in the car for emergencies. See ad, page 6. 
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means extra sales .. 
plus profits when you 


stock the 


PRYME™ 


the f4ulout 


FIRST-COATER 


“Seals thirsty wood" 


e gives the /ightest color 
possible in a natural 
finish eeeeceees p> 
MPPs ate 
| WITH PRYME 


am, 


protects bare wood 
against smudging 


seals out pitchand rosin 


controls stain penetra- 


tion 


makes a// top coats 
apply easier, look bet- 


ter, last longer Tem 1 -h 4.13 


With PRYME, your customers get a better finish 
-.. you get a bigger sale, because every bare 
wood surface is a prospect for PRYME. 


FABULON® FABULOY * 
the fabulous wood the fabulous 
floor finish =: Resin “X" finish 
twin’ of a Clear High 
famous bowling- Gloss, and Clear 
alley finish; ’ Satin Preferred 
NEVER NEEDS 5 to varnish for 
WAXING OR all natural wood 
SCRUBBING finishing 


FREE SALES AIDS GALORE... literature, window 
banners, posters, emblems, demonstration panels. 
NATIONALLY ADVERTISED...FULL-PAGE ADS IN 
“LIVING for Young Homemakers". 


Phone your distributor today, or write... 


PIERCE & STEVENS CHEMICAL CORP. 
710 Ohio St., Dept. AL-1, Buffalo, N.Y. 


Circle No. 45 on Coupon, page 84. 
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Technical Data 


Industrial Trucks. Its complete line 
of industrial trucks is described in 
Baker-Raulang’s new Bulletin No. 57. 
The 12-page, two-color illustrated 
bulletin also describes and pictures 
special attachments available. Includ- 
ed are gasoline and LPG fork lift 
trucks in capacities from 1,000 to 7,000 
pounds; electric fork trucks in capaci- 
ties from 1,000 to 15,000 pounds; elec- 
tric platform trucks to 10,000 pounds 
capacity and electric crane trucks to 
10,000 pounds capacity. Also described 
is the Traveloader side-loading fork 
lift truck. Baker-Raulang Co., Dept. 
AL, Box 5579, Cleveland 1, Ohio. 

Circle No. 250 on Coupon, page 84, 


Builders’ Hardware. A 24-page com- 
bination price list and catalog on its 
new line of builders’ hardware is of- 
fered by the manufacturer. The line 
consists of door trim hardware for 
commercial and institutional use. It 
includes door pulls, push and pull sets, 
push plates, kick and mop plates, 
thresholds, door edgings and screen 
door guards. J-C Products Corp., Dept. 
AL, 1012 E, 21st St., Indianapolis 2, 
Ind. 

Circle No. 251 on Coupon, page 84. 


Cedar “Tee-Gee” Paneling. A guide 
to the use of western red cedar “Tee- 
Gee” paneling lists the three grades 
available, describes characteristics, 
tells where each grade may be used 
most effectively and economically. It 
also includes application tips and 
proper finishing. Western Red Cedar 
Lumber Assn., Dept. AL, 4403 White- 
Henry-Stuart Bldg., Seattle 1, Wash. 

Circle No. 252 on Coupon. page 84. 


A new Tape & Rule “Reference Man- 
ual” contains product information, 
specifications, applications and sales 
features. Designed to supplement the 
material contained in the IRHA “Ad- 
vanced Course in Hardware Retailing,” 
the manual is available to sales people 
desiring to improve their product 
knowledge of tape rule items and 
other measuring devices. The Lufkin 
Rule Co., Dept. AL, Saginaw, Mich. 

Circle No. 253 on Coupon, page 84. 


Molding Use Ideas. Entitled “Mind- 
ing Your Molding Manners,” a new 
folder shows how Western Pine mold- 
ings may be used in interiors and ex- 
teriors to accomplish such effects as 
stressing lines of direction, creating 
textures and patterns on otherwise flat 
surfaces, increasing visual attraction 


of flat planes in architecture and new 
functional applications of moldings. 
An entire section is devoted to “work- 
ing with moldings,” showing simple 
woodworking procedures designed to 
make molding installation quick and 
simple. Western Pine Assn., Dept. AL, 
Yeon Bldg., Portland 4, Ore. 
Circle No. 254 on Coupon, page 84. 


Consumer Data 


Removing, Restoring Finishes. A 
special 28-page booklet, “How to Re- 
move and Restore All Finishes,” is 
designed to help the homeowner do this 
type of job successfully. It gives step- 
by-step instructions for removing 
paint, building fine furniture finishes, 
tips on painting and paintbrush care, 
time-saving fix-up hints and expert 
advice on restoring techniques. Each 
step is illustrated and explained in 
nontechnical language. The Savogran 
Co., Dept. AL, 25 Huntington Ave., 
Boston, Mass. 

Circle No. 255 on Coupon, page 84. 


“Automation in Communication” is 
the title of a new reference book, 
written by Robert E. Moore, which 
provides an excellent checklist of the 
things essential to efficient communica- 
tion. It is an invaluable aid to the man 
who must sell others on his ideas and 
needs to build a competent report or 
proposal. Book is $3.95. Vision, Inc., 
Dept. AL, New London, Conn. 

Circle No. 256 on Coupon, page 84. 





"+ SHUTTERS 


Quality is more in 
demand than ever 
before! Capitalize on 
famous Grand Rapids e 
quality construction with e 
de’cor louvered shutters ° 
and doors. With de’cor of ° 
Grand Rapids, Inc. you expect ° 
quality and you get it, plus 


"+ AND DOORS 
: with the 


styling 














PROVEN 
PROFIT MAKERS 


Utility © Stamina * Value 


Recommend these with confidence! 
Low priced professional type wood- 
working vises that create customer 


satisfaction. 


No. 115 PORTABLE SAWHORSE VISE 
Holds work vertical or horizontal. 
5%"' main screw with Acme thread. 
It clamps anything up to 2”. Width 
of Jaws 5%," x 5”. Opening 4”. 
SUGGESTED RETAIL PRICE $4.66 


No. 116 WOODWORKER'S VISE 


54’ screw with Acme thread. 
have holes to secure wood inserts. 


Jaws 


specialized consultation service  ° | and service 
on all of your problems of > 
measurement and installation. ° 


* 
WRITE for new illustrated . 
booklet with complete sales ° 
information and profitable ° 
discounts. Please use firm rm \ 
i : See Your Jobber or Write: 


letterhead. i 
de’cor OF GRAND RAPIDS, INC. 

trae BRINK & COTTON wc. co. 
63 Poland Street « Bridgeport, Conn. 


Width of Jaws 612". Depth of Jaws 
34%,". Opening 412". 


that's easy 
SUGGESTED RETAIL PRICE 


$4.64 
to sell! 


Individually boxed. 





1613 EASTERN AVENUE S. E., GRAND RAPIDS, MICHIGAN 
Associote Member Grand Rapids Furniture Makers Guild 














Circle No. 39 on Coupon, page 84. 
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The point is— 


home-improvement customers 


respond to LIFE 


Some customers like to have the work done for 
them. Others prefer to handle their own home- 
improvement projects. But pretty nearly all of 
them want the products and materials they’ve 
seen and read about in LIFE. 


LIFE pre-sells these brands persuasively, just 
as LIFE tells news and feature stories excitingly. 
People in your neighborhood read and respond 
enthusiastically to LIFE week after week. In an 
average community—like yours—LIFE reaches 3 


out of 5 households in a 13 week period. 

No wonder it pays you to feature LIFE-adver- 
tised brands, and to draw special attention to 
them with the famous ‘‘Advertised-in-LIFE”’ mer- 
chandising symbol. 

Write to: Larry Burnett, Building Products Mer- 
chandising Manager, 9 Rockefeller Plaza, New 
York 20, N. Y., for further information on how 
you can use the impact of national advertising in 
LIFE in your own selling. 


LIFE is read by 12,000,000 households every week 


Your business responds to 


ADVERTISED IN 


because people 
respond to LIFE 


Audience source: A Study of the Household 
Accumulative Audience of LIFE. 
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American 
Lumberman 
Classified 
Advertising 





Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 


| Time —25¢ per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word for each consecutive 
insertion, Minimum charge of $1.00 
per line, 

Add $1.50 per insertion for blind ads bear- 

ing box number, 

No agency commission or cash discount 

allowed. 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 








ACCOUNTANT-CREDIT MANAGER 


Large Florida Retail] Lumber Dealer has open- 
ing for Accountant and Credit Manager ex- 
perienced in Lumber and Building Material 
trade. Only high type sober man considered. 
Will pay salary commensurate with educa- 
tion, experience and ability. Address Box X-29 
American Lumberman, Inc. 





TWO DETAILERS AND BILLERS—Large archi- 
tectural mill work company in Ohio has open- 
ings for two detailers and billers with estimat- 
ing experience. Must be qualified to make 
shop drawings for all types of public and 
private buildings. Excellent opportunity and 
good salary with all social benefits to right 
men. Please give experience, age, availability 
and if possible a sample of drawing. Perma- 
nent employment. Reply Box X-30 American 
Lumberman, Inc. 


LUMBER YARD MANAGER 


Aggressive, energetic man to manage com- 
plete home supply yard. Should know lum- 
ber, millwork, plumbing and hardware. Should 
have managerial or supervisory experience. 
Desire and drive more important to us than 


SALES REPRESENTATIVES 
WANTED 





Commissioned sales representatives needed 
ior some choice protected territories. We 
manufacture quality residential and - 


BUSINESSES FOR SALE 








For Sale Lumber Yard in rich agricultural and 
oil town. Yard and equipment $15,000.00 Plus 
Inventory Stock about $10,000.00. Write Gar- 
land Crouch, Winters, Texas. 





cial locksets, selling to lumber, building mate- 
rial and hardware trade. Box X-34 American 
Lumberman, Inc. 





MANUFACTURERS REPRESENTATIVES 


Appealing opportunity to offer your 
trade highest quality at hard-to-beat 
prices on a complete line of pre-hung 
doors and folding doors. Territories 
open in Illinois, lowa, Ohio, Kentucky, 

isconsin, Indiana, Michigan. Tell us 
about yourself. Write Box Y-3l, Amer- 
ican Lumberman, Inc. 





$100 EXTRA A MONTH FOR YOU as agent for 
weekly newspaper advertising service for 
lumber dealers. All ads directed to vast and 
profitable remodeling market. Hundreds of 
dealers now using successfully but many 
cities and towns are open for exclusive fran- 
chises. Requires very little effort and no extra 
calls. Simply talk it up to your dealers who 
are looking for professional advertising help 
at lowest cost in field. No sales cost, no in- 
t, no service problems, and you do 





long experience. Salary open. Send complete 
poseme to Box No. Y-28, American Lumberman, 
nc. 





SALES MANAGER 


A rare opportunity for the right man. One 
of mid-west’s leading lumber and building 
supply operations is now offering an oppor- 
tunity to join their successful organization, 
with or without capital investment: this is 
a well-established firm doing business well 
into the seven figures, without too much 
pushing.’’ However, it is their desire to 
forge even further ahead in their field and 
they are looking for a man with a record of 
creative sales ability. Person selected must 
also have a good reputation for honesty, ca- 
pacity for hard work, a sincere desire to make 
money: position has high earning potential; 
salary open. Send full resume which will be 
kept in strictest confidence. Write Box No. 
Y-29, American Lumbermon, Inc. 





Experienced lumber personnel under the age 
of 40 wanted by chain retail lumber concern. 
We pay top salaries to top personnal. A 
wonderful opportunity for a hard working 
person. All replies held in strict confidence. 
Write Box Y-30, American Lumberman, Inc. 





SITUATIONS WANTED 











Experienced wholesale and retail lumber Ex- 
ecutive desires position with live-wire firm. Ex- 
tensive experience al] phases lumber business. 
Address Box X-43, American Lumberman, Inc. 





Yard Manager 


33 vears of age. Married. three children. 
Worked in yard for 20 years. Prefer Minne- 
sota. Address Box Y-34, American Lumber- 
man, Inc. 
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not have to be an advertising man. Accounts 
are handled direct by well known advertising 
authority in industry. Territories open on 
first come, first serve basis. Send for full de- 
tails. Describe lines and territory covered. 
Address Box Y-32, American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 











Chain operation will sell branch yard located 
in Southeastern Kansas community. Ideal yard 
for man and wife. Volume $100, with mini- 
mum inventory. Potential for considerably 
greater volume. Inventory aproximately $35.- 
000 at present but present owner will with- 
draw any amount to decrease it to a lower 
figure if necessary. If interested, address in- 
quiry to Box X-48, American Lumberman, Inc. 





Two profitable retail building material yards, 
central Iowa, woereee gross sales of the two 
yards past 6 years $245,000.00 One yard towns, 
1000 population, good buildings and equip- 
ment, located on main street. Will sell to- 
gether or separately. Reason for selling is 
—. Address Box Y-26 American Lumber- 
man, Inc. 





FOR SALE: Retail lumber yard and building 
supplies. This is a good yard located in a 
large farm and industrial area in Northern 
Indiana. Good Contractor business. Owner 
wishes to retire. Write Box Y-27 American 
Lumberman, Inc. 





For Sale—Lumber and Building Material Yard. 
In good Indiana city. Selling due to death of 
owner. Would consider selling stock and 
equipment and leasing buildings to reliable 
party. Address Box Y-35, American Lumber- 
man, Inc. 





FOR SALE 


Old established retail] lumber yard located in 
smal] city in fine agricu/tural area in eastern 
Wisconsin. Buildings and equipment in excel- 
lent condition. Address Box Y-36, American 
Lumberman, Inc. 





Lumber sales representatives covering Ohio 
and Kentucky desire allied volume line for 
their retail dealer trade. Address Box X-39, 
American Lumberman, Inc. 





Opportunity for progressive mill or west coast 
wietnues obtain services two experienced 
lumbermen now wholesaling. Have estab- 
listed following high class retailers north- 
eastern area. Available three rail distribution 
facilities. Box Y-33, American Lumberman, 
Inc. 





BUSINESS OPPORTUNITIES 





*‘Men Buy in the Cheapest Market and Sell in 
the Dearest.” Dayne or Selling, Boats, Ply- 
wood, Lumber, coring, Ott Tilt-Top Lawn 
Edgers. Write particulars attention, Wilson & 
Co., Nationwide Distributor, Norfolk, Va. 





“PARTNERS IN PLEASURE” 


Specialized, certified wholesale Sporting 
Goods, Clothing, Giftware. Premium catalog 
available Sept. 10th. Write for your free copy 
now! Voedisch Bros., 1639 N. Wells, Chicago, 
Ml. 


For Sale: Old established country town lum- 
ber yard situated in an excellent farming 
community in Central Western New York. 
Railroad siding on property. With or without 
inventory. Address Box Y-37, American Lum- 
berman, Inc. 





WANTED — RAILS 











STEEL RAILS 
164, 20=, 25+, 30+. 35x, 402 and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston. West Virginia 





USED MACHINERY FOR SALE 











For Sale —1 complete sawmill with leather 
belting and Sinker-Davis 3 block carriage, 
11 foot arbor with 7°’ collar, twin engine cable 
feed, 4 side planer and resaw, two 56" cir- 
cular saws and other saws for edger and cut- 
off. Mill is in good condition and located by 
Soo Line Railroad tracks in Gould City, Mich- 
igan. For further details contact following: 
arry Salter, Sr., Gould City, Michigan. 
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USED MACHINERY FOR SALE 





BOOKS FOR SALE 





Four Moore Dry Kiln Company reversible 
cross circulation fan kilns, 24 ft. wide x 150 
ft. long each with nineteen 60-inch, 12-blade 
reversible type fans. including metal fan 
housing and ceiling baffles. These are com- 
plete operating kilns and include the weekly 
automatic temperature humidity 3-pen record- 
er controllers. Each kiln operated by a 40 HP, 
3 Phase, 60 Cycle, 220/440 Volt. 1150 RPM, 
ball-bearing induction motor complete with 
automatic reversing switch, starter, and start- 
stop push button station. Can be inspected 
et our plant in Knoxville, Tennessee. ILLER 
BROTHERS COMPANY, INC., Johnson City, 
Tennessee. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
inneapolis. Minn. 





INTRODUCTORY OFFER 


FREE—Latest complete catalog—FREE. Get ac- 
quainted special low prices on full line plumb- 
ing. heating, hardware, specialties. 


SEABOARD PLUMBING SPECIALTY CORP. 


1007 Atlantic Ave. Dept. AL—Brooklyn, N. Y. 
SALESMEN WANTED ALL TERRITORIES 





FOR SALE 
Retail lumber, building materials and manu- 
facture concrete products. East Coast Florida. 
Reply Box X-50 American Lumberman, Inc. 


SIMPLIFIED ARCHITECTURAL DRAWING 
Truman C. Buss, Jr.... $5.00 
Practical help for your Design Department in 
making working drawings for remodeling and 
new home jobs. Includes more than 160 prob- 
lems to fit your needs. 258 pages, 264 illus- 
trations. 


HOW TO REMODEL A HOUSE 

J. Ralph Dalzell and Gilbert Townsend. _ $5.25 
Here’s real help in the year of “Operation 
Home Improvement’’: a case history study to 
give your Design Dept. many ideas on how 
to solve the remodeling job successfully. Con- 
tains a checklist method to plan the thrifty 
use of new materials in relation to materials 
in the original house. 528 pages, 350 illustra- 
tions, 14 tables. 


HOW TO PLAN A HOUSE 

J. Ralph Dalzell and Gilbert Townsend. _ $6.95 
Contains all the basic and authoritative in- 
formation necessary to planning a house, 
shows your draftsmen and builders practical 
ways to work out the features new home pros- 
pects want in their ‘““dreamhouse.”’ 584 pages, 
over 400 illustrations and tables. 


BUILDING TRADES BLUEPRINT READING 
J. Ralph Dalzell $2.40 
With the clearness of a primer, this book offers 
a concise explanation of the principles of read- 
ing the blueprints used in the building trades. 
He'ps the reader quickly understand conven- 
tional symbols and terms. Sets of practical 
questions and answers make it ideal for study 
at home. 142 pages, 110 illustrations. 


BLUEPRINT READING 

Dalzell, McKinney and Ritow $1.75 
A self-help book that presents the fundamen- 
tals of blueprint reading for the building 
trades. Partial list of contents: Architectural 
conventions. Dimensions on blueprints. Spec- 
ifications and notes on blueprints. Reading 
plans. Questions and answers. 111 pages. 69 
illustrations. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St.. Chicago 2. Ili 











( Here's the one thar \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK it WORKS BETTER. 


STICKS AND STAYS pir 
—_—_—_——. 








Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
not year after 
aaa a 
urham’s Rock- 
Hard Water Putty aes 
ives you by far the Towa 
st profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and spent so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Circle No. 66 on Coupon. page 84. 


Ee) DONALD 
DURHAM 
COMPANY 














SELL 
J. NEILS 
“Double 
Life” 
PENTA 
TREATED 
BARN 
POLES 


J. Neils Lumber Company 




















Pole-type construction with prefab- 

ricated lumber saves time and money 

on all types of farm buildings. 

J. Neils Lodgepole Pine poles and 

posts are straight, strong, uni- 

formly tapered, Penta or cre- 

osote treatment. Can be in- 

cluded with mixed cars of 

treated or untreated lumber. 

Free plans and erection instruc- 
tions are available. 





Mill and Treating Plant 
at Libby, Montana 


Circle No. 40 on Coupon, page 84. 


BUILDING PRODUCTS MERCHANDISER 


Write today— 


1341 TEMPLE 








HOW TO INCREASE 
YOUR PLUMBING SALES 


Plumb Shop Merchandiser racks all the flexible tubes, fit- 
v1 tings and valves necessary for water supply hookup to 
re 


porns 


— 


only $46.87, and sells for $71.27, a full 66% markup. 


PLUMB @ SHOP 


DETROIT 1, MICH. 


sink, basin and toilet. 


Chrome-plated copper 
tubes are mounted on cards 
that hang from the back 
panel of the merchandiser. 
On the inside of each card 
are step-by-step instruc- 
tions telling what supplies 
to buy, and how to install 
them. 


Any combination of fittings, 
valves, etc., to meet code 
requirements, may be se- 
lected right from the tray 
of the merchandiser. Each 
pocket is clearly marked 
with size, part number, pic- 
ture and price. 





A 122-piece assortment 
{including metal display) is 








Circle No. 41 on Coupon, page 84. 





DEALER(K PARADE 


SOUTHWESTERN DEALERS attend a Harris selling conference in Kansas City. 


Southwestern Introduces 
New Approach to Selling 


An intensive program of sales 
training is now being sponsored by 
the Southwestern Lumbermen’s 
Association. Key figure in the pro- 
gram is Arthur O. Harris, Buffalo, 
N. Y., originator of the “Dynamics 
of Selling System,” and for many 
years sales promotion counselor 
for such firms as Eastman Kodak 
Co. and The Carborundum Co. 

The Harris system is based on 
simplicity and uniformity of pro- 


cedures for presenting product in- 
formation in a time-saving, effec- 
tive way. No previous sales train- 
ing is required. The system is ap- 
plicable to any product or service. 

Some 70 dealers attended two 
sessions of two days each in Kan- 
sas City, Mo., Hutchinson, Kans., 
and Wagoner, Okla., all sponsored 
by Southwestern. Additional ses- 
sions for 600 sales employes are 
planned, according to Ken Milliken, 
executive vice-president of the as- 
sociation. 

An additional selling conference 


for dealers and management was 
recently held in Little Rock, Ark.; 
a second conference for sales per- 
sonnel will follow. Conferences are 
being planned for Springfield, Mo., 
Salina, Kans., Oklahoma City and 
other cities. 

“We are interspersing the sales 
personnel conferences with the 
full-scale dealer-management ses- 
sions so we can introduce the sys- 
tem to as many people as possible 
between now and convention time,” 
Milliken explained. 


OBITUARIES 


Walter J. Howard, manager, 
Montana Retail Lumbermen’s 
Association since 1936, died in 
Missoula following a six-week 
illness. He was 59. Born in Chi- 
cago, he became well-known in 
the industry. Mr. Howard was 
1955-56 first president of the 
managing officers conference of 
the NRLDA. Survivors include 
his widow, Anita; two daugh- 
ters, Allison and Gail, and a 
son, Dr. Larry B. Howard. 


E. T. Lindeberg, a past pres- 
ident of the Iowa Retail Lum- 
bermen’s Assn. and the Spalding- 
Avery Lumber Co. in Sioux City, 
died suddenly recently. He was 
66. He was also a director of the 
Northwestern Lumbermen’s As- 
sociation. Survivors include his 
widow, Ethel; a son, Richard; 
and a daughter, Mrs. T. L. 
Brummett. 














FOR INFORMATION ON 


Advertised Products 


FOR INFORMATION ON 


“What's New” Items 


keep informed on “WHAT’S NEW!” 
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Position 








Nome 
(Pleese Print) 


c Y 


Street. 





- 





Ctey 


Mail to American Lumberman & Building Products Me chardiser 


139 N. Clark St, Chicayo 2, Ill 
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SAVE ON TRANSPORTATION 
OUR NEAREST POINT 


YARDS —Toledo, Ohio WE CAN 
W. VA.--Bayard, Elkins, SERVE 


woo 
FENCE  Srism'TortSprins "oem 


Write For Catalog VA.—Clinchburg 


USTI 


REDUCE delivery costs 
SPEED UP deliveries _ 


WOOD PRODUCTS CO. 
TOLEDO, OHIO 
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POST and RAIL 
SCREEN TYPE PICKET 
RESIDENTIAL 














SERVING 
LUMBERMEN 
sace (G12 


e substantial cash dividends 
e trained engineers 


e more than 80 branch claim offices 
in U. S. and Canada 


Compicte 

Bed: shaied™ 
KD. Easy 
Assembly & 
Mounting — 
e Unload @ Load 

or Helf Load at a Time 


Write, wire, phone for 
Catalog and Prices 


The R-B Company 


| | 
\ 1921 Guinotte, Kansas City 20, Mo, ] 
—_ 


os — ——— oo — a * 
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Commercial Reveals 
Human Interest Touch 


"As far as we know, we saved a 
man's life the other day. He came in 
and bought some materials and then 
asked if we had any yardsticks. He 
said his wife had been asking him 
for some time to bring home a yard- 
stick. Like most good husbands, he 
had forgotten until that particular 
day he got the word—if he didn't 
bring home a yardstick she was 
going to shoot him. Well, we gave 
our friend two yardsticks—figured 
it was worth an extra one anytime 
if we could save a man's life. 

"We mention this to let you know 
that if you need a yardstick, we have 
them. Actually, we're not very proud 
of them—we got them from a good 
company but the printing on them is 
bad. The best thing we can say 
about them is that they are a full 
yard long. 

"One thing, we want to say right 
now that we won't give any yard- 
sticks to kids and here is our reason. 
You've probably heard the observa- 
tion that someone made lately — 
that there is just as much authority 
in the home as there ever was, ex- 
cept that it has changed hands. So 
we don't want to be giving yard- 
sticks to any youngsters who might 
be inclined to take them home to 
discipline their parents. Being 
parents is a hard enough job any- 
way. 

“Now, you young ones, if your 
folks get one of these yardsticks, 
you had better try a little harder to 
be good, because these sticks come 
complete with sound effects. See! 
Since they are made of soft wood, 
they break quite easily, but that 
doesn't make them any softer to the 
touch. 

"Well, if you need a yardstick, 
we have one for you. Just drop in 
anytime at the yard at 7th and Pit- 
kin. Now, on with our story." 








LUMBERMAN HOLDORF invites TV-view- 


ers to visit his store to see home plan book 


for themselves. 


Courtesy Weyerhaeuser Sales Co 


How to Write TV Commercials 
That Sell Building Materials 


These six principles helped 


cure a sick business and make it 


grow. 


TV can be a potent sales medium 
for building materials. A. J. Hold- 
orf, president and manager, Thorn- 
burg Lumber Co., Grand Junction, 
Colo., has proved that. 

Through TV, on which he spends 
most of his advertising budget, 
Holdorf has built up the company’s 
business to the point where it is 
recognized locally as a good place 
to go for building materials and 
advice on building new homes. 

Holdorf is both the writer and 
announcer of the business-building 
TV commercials. Here are the 
rules he follows in making his com- 
mercials successful: 

(1) Talk about some single item 
or service. 

(2) Describe this item or serv- 
ice in terms of customer benefits. 

(3) Invite your audience to come 
to your store to see the item you 
describe. 

(4) Sometimes offer a free gift; 
plug this free gift as hard as if it 
were for sale. 


(5) Write your commercial so 
you can give it naturally. 

(6) If possible, announce your 
own commercials. You are more at 
home with the products and serv- 
ices you are selling than anyone 
else. 

“Our total advertising cost is a 
little over one percent of sales,” 
Holdorf told American Lumberman. 
“We have done some other types of 
advertising all along, but most of 
our budget goes for TV. 

“We sponsor ‘Badge 714’ locally,” 
he explained. “This gives us three 
commercial spots of about 75 to 90 
seconds each. This costs us $140 
per week. Time and again we have 
been complimented by people who 
claim they watch our commercials as 
much as they do the program we 
sponsor.” 

When Holdorf took over the firm 
two years ago sales were slow, al- 
though the building materials busi- 
ness generally in Grand Junction 
was booming. Now the store has 
plenty of traffic, business is up and 
the public knows what the firm can 
do for them. These results, plus 
customer comments, can be credited 
in large measure to his consistent 
use of TV, Holdorf feels. 
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Profits reach 
a new high... 


when you handle Milcor Ribform 


Your spirits soar — so do your sales — when you make the 

most of your potentials with Ribform. 

Wherever plans call for concrete slabs over spans of five 

feet or less, there’s a market for Ribform. It provides permanent 

centering for the concrete. 

Ribform gives you plenty of strong sales points: 
It goes down fast. 
There’s no temporary bracing of joists. 
Scaffolding is eliminated. 


As much as 20%, less concrete is used. 





The slab is poured and finished in one operation. 
Ribform is easy to install where it is impractical 
and expensive to strip wood forms. 

In these days when the building industry is looking 

for new ways to cut costs, you have a timely opportunity for 

success with Ribform. Write for Catalog No. 245. 


G3: Ribform 


L 











INLAND STEEL PRODUCTS COMPANY, 


Dept. T, 4029 West Burnham Street, Milwaukee 1, Wisconsin 
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The MAN with the MONEY 


hammers out Profits by using 
Quality Lumber! 


Let’s say your lumber customer (the Man with the Money) specializes 
in cabinetmaking and precise finished carpentry. 

The Man with the Money just can’t afford to waste his money on 
lumber that’s “almost as good.” His reputation rides on the appearance 
of his work. He knows he must use top-quality kiln-dried lumber that 
won't shrink or warp later on; won't bleed through the paint or varnish. 
To conserve time and maintain his profit margin, he demands soft- 
textured lumber that’s easy to work. It must be precision milled to exact 
dimensions; free of surface flaws. 

How does the Man with the Money know he’s getting all these neces- 
sary qualities in the lumber he buys? More and more, he looks for a 
reputable brand-name label! And a growing number of cabinetmakers 
specify KD Ponderosa Pine lumber end-stamped with the “Indian Sign.” 

Stock it...and you'll be a man with money, too! 

Fi os the kind of quality and dependability the cust 
derosa Pine lumber 
the fine, soft texture of high-altitude timber 
kiln dried e precision milled e brand identified 
clean, bright appearance ; waxed ends 
consistently graded e carefully handled and loaded 
speedy, dependable delivery the year ‘round 
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SOUTHWEST BRAND PONDEROSA PINE LUMBER 


Made fo please the Man with the Money—your customer 











Southwest 


LUMBER MILLS, INC. 


General Offices: P.O. Box 908, Phoenix, Arizona 
Mills at Flagstaff and McNary 


SIDING ¢ SHEATHING 
SUB-FLOORING 

ROOF DECKING 
PANELING 

INTERIOR FINISH 


3 on Coupon, 





